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Every man who has driven 
the new Little Custom : 
Jordan has declared that 
he never drove a car with 
such pleasing ease of per- 
formance and power in 
action—and certainly no 
such comfort— 
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American /JAMIMCTCE PistonRings 

























THE GROOVE (on the 


lower edge) always stays full of 
oil, a further insurance of perfect 
lubrication. 


THE BEVEL (0n the up- 
f- per edge) spreads a uniform film 





of oil on the cylinder walls, in- 
suring proper lubrication. 
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f OILSLOT | 


Te oil governing =; 
Piston Ring | 
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To higher than one 2 res 













HAMMERING creates out- 


























THE SLOTS are cut through 


the lower edge of the ring and the oil 
does not have to leak past the face of 
the ring before it can drain off through 
the slots. There is no tendency for 
these slots to clog up. 














American Hammered Piston Ring Co. Baltimore, Md. 


ward tension, causing ring to “hug 
cylinder walls” throughout the life 
of the ring. 












wis Largest Manufacturer of HAMMERED Piston Rings 
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The PLANT— 


The Piston Pin— 
The Suppty / 








5 OVERSIZES | 


to each standard size 





No waiting for piston pins—when you know of Thomp- 
son. lhe [Thompson plant is a modern 3 story factory 
equipped with the latest automatic machinery for the 
manufacture of piston pins. 


Thompson Pins are made from solid bar stock-triple 
heated — and machined to a perfect wearing surface 
within .002” accuracy. In STOCK, not only all stand- 
ard sizes of pins, but 5 OVERSIZES of each. 


If your jobber hasn't got Thompson Piston Pins in stock 140-Page Size 
wire us direct . . . and the same day your order Chart Get our 140-page size 











arrives your shipment will be on its way. That's the chart containing full wae blue- 
: prints of piston pins and a com- 
Thompson idea of SERVICE. plete listing of pin sizes by car, 
truck and bus make, noes and 
year. Explains the ompson 
THOMPSON PISTON PINS Telegraphic Code for easy or- 

Defiance, Ohio dering. 





THOMPSON 


Piston Pins 
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35% of Stutz 1926 sales 


for cash, without trade-in. 
By 
F. E. Moskovics 


President 


STUTZ MOTOR CAR COMPANY 
OF AMERICA, Inc. 
INDIANAPOLIS 




























HE real secret behind the success of the New Safety Stutz is not, alone, that it 
is the safest car in existence; nor, alone, that it gives the greatest performance; 
nor, alone, that it has a beauty of riding-and-handling unequaled; nor, alone, that 
it has a charm and beauty of appearance that is original. 





All these features have contributed to that success, but the real reason for the 
position of the New Safety Stutz lies in the combination and co-ordination of these 
elements. Thus, an automobile has been evolved that is a true specialty, that can- 
not be bought under any other name, or from anyone not a Stutz dealer. 


Once a prospect is awakened to the importance of what the Stutz has (which, of 
course, is the salesman’s job) he realizes that he cannot buy this combination of 
features in any other car. That is why over 35% of all Stutz sales last year were 
for cash, without trade-in. 


Stutz dealers, knowing they were in an exclusive position when once Stuiz features 
were shown, had no competition, and could afford to be businesslike in their deal- 


ings; so, in many cases the buyer of a Stutz kept his old car and paid cash for his 
new one. 





In every community there are some people who demand certain qualities in a car 
which you can’t give to them unless you sell the New Safety Stutz. 


Thus you attract to your place a discriminating clientele—a class that appreciates 
your goods and also believes you are entitled to a reasonable, honest profit. 


If you will write me today I’ll personally tell you how and why you can make 
that profit. 


az 


‘i + 


. 
(Signed) AX 
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FILLER-CADP | 
CONNECTION | 


;, ON TANK 


Takes the 
Place of 





Price $1.50 


TASCO. 


GAUGE SALES 
Build Business 


Business friends make business success—and 
the TASCO Gasoline Gauge is one of the big- 
gest builders of good will available on the 
open market today for $1.50 or less. 





Chevrolet, Star and Ford owners spend thou- 
sands of dollars in your territory every year. 
More of it might as well be yours. 


Type “K" Tasco is for Chevrolet and “‘J’’ and 
“M” are for Star. List $1.50. Types for 
Fords retail at only $1.25. Write. 


THE AKRON-SELLE CO. 


“42 Years in Business” 


AKRON OHIO 
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I have had 
Budd-Michelins on 6 cars 
and like them better than 
any other wheel.” 

... Indiana 





DMITTEDLY the gentleman from Indiana, after 
bowling along the highways in six successive Budd- 
Michelin equipped cars should know his wheels. . . and 
here are his reasons for preferring Budd-Michelins :— 





‘Easier on tires’’—the steel disc draws off and ra- 
diates the destructive friction heat. The riveted-on rim 
is always in alignment with the wheel. 


“The demountable wheel feature’’—an extra 
wheel that carries the spare tire. No wrestling with 
rusty rims when a puncture comes. Just loosen the lock 
nuts at the hub, slip off the wheel that has the flat, lift 
on the extra wheel and be on your way again! Only a 
four minute job. 


“Their greater safety’’—the strength of steel in- 
stead of wood gives greater protection in 
crash or skid. 


““‘Much easier to clean’’— smooth, 
curved surfaces that are slow to catch 
dirt and easy to wipe off. 


And these same reasons make a mighty 
effective sales argument for cars that are 
Budd-Michelin equipped. 


BUDD 


WHEEL COMPANY 


Detroit 
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Keen-edged ‘Tools 





Studebaker Dealers 


Here are four of them, in the order which 
Studebaker has given them to its dealers: 


The Studebaker Custom Models 
The Erskine Six—The Little Aristocrat 


New, Low Prices 


And Now —The Commander — the car 
that set 10 world records 


ee 


Sales and performance records continue to fall 
in the path of the Studebaker Commander— 
adding new lustre to its recent achievement of 
traveling 5000 miles in less than 5000 minutes. 


Studebaker plus Erskine—starting at $945 and 


topping at $2245—there’s command of the 
motor car market in your territory for you! 
Wire for details—your territory may be open. 
Department 51. The Studebaker Corpora- 
tion of America, South Bend, Indiana. 


STUDEBAKER 


4 This is a Studebaker Year F- 


that Build New Profits for 
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Sales and Service 
Reference Number 


MOTOR AGE 
MAY 5th 
ISSUE 


Of Exceptionally High Reference Value—Used Daily 
—Lives for a Year. Following Are Indications of 
Editorial High Spots 





MOTOR AGE 1927 FLAT RATE MANUAL. A new kind of manual—more comprehensive 
—simplified—a real guide to shop profit. Contents will include: “What Flat Rate Is,” ““How 
to Install Flat Rate,” ““How to Sell Flat Rate,” “How to Pay Mechanics Under Flat Rate,” 
“Directory of Factory Flat Rate Systems,” and a Simplified Flat Rate Price List. 


REPAIR STANDARDS CHART. A diagramatic chart showing how to determine when mov- 
ing parts of the automobile chassis are properly fitted, when they are serviceable and when 
they need replacing. Printed as an insert on heavy brown paper. 


AUTOMOBILE DEALER’S PASSENGER CAR DIRECTORY. A table giving alphabetical 
list of all American made cars, name and address of manufacturer, type of engine, price range 
and other useful facts. 


SALES AND SERVICE PROFIT DATA on: 


New Cars Used Cars 
Parts Accessories 
Tires Fuel and Lubricants 


and Maintenance 
MONEY MAKING SALES PLANS that have worked. 
ELECTRICAL EQUIPMENT.ON 1927 PASSENGER CARS. 


Price and weights of all passenger cars, mechanical specifications of current models, latest news 
of the industry, Readers’ Clearing House and other features. 


With this issue we intend to continue the progressive improvement that each succeeding Sales 
and Service Reference Number has shown over the preceding one. 


It will be an issue of exceptional value to advertisers who want to impress the 
nation’s consequential dealers and service station owners 


For rates, etc., please address 


/AOTOR AGE 


5 South Wabash Ave., Chicago 
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The pump and generator drive of this Yellow Coach sleeve valve bus preven eige Me 


employs New Departure Ball Bearings each side of the silent chain sprocket. 


















































The 


use of slingers in combination with an effective seal, prevents leakage of oil upon 


the fan pulley and pump shaft. 


How Yellow Coach Cuts Upkeep 


Low maintenance expense, fully as 
much as high fuel economy and low oil 
consumption, accounts for the low cost 
per mile and high efficiency of this 
Yellow Coach sleeve valve bus engine. 


This important consideration led 
Yellow Coach engineers to use New 
Departures in the pump and generator 
drive. As a result, the accurate sup- 
port afforded by New Departures min- 
imizes the attention required by the 
packing glands in the pump, and elim- 
inates the necessity of replacing bush- 





New Departure 
Quality 


ings, which would add seriously to the 
cost of upkeep in bus service. 


Wherever you find New Departure 
Ball Bearings in the components of any 
passenger car, truck or bus, you may 
know that its engineers have given seri- 
ous thought to the matter\of uninter- 
rupted and trouble-proof performance. 


The New Departure Manufacturing 
Company, administrative offices and 
main works, Bristol, Connecticut. Serv- 
ice stocks in 800 cities. 








Ball Bearings 
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m Wanderer—Germany | 


& 


By makes of cars, types of cars, or geograph- § 
ically, the preference: for Timken Bearings 
is really universal. In this country, so great 


is the preponderance of Timken-equipped 
makes, that selling influence is put into the 
mere mention of Timken Bearings. This pres- 
tige must be based upon the mechanical excel- 
lence which alone causes European engineers 


to adopt Timken Tapered Roller Bearings. 
The Timken Roller Bearing Co., Canton, O. 


The Wanderer and other German, Continental and British cars are 
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Our Next Issue 


Will “Be -Annual 


Sales and Service Reference Number 














Number. It will contain a wealth of material that automotive dealers will want 
to save and refer to throughout the year. Although every one of the weekly 
issues of Motor AGE is in fact a sales and service manual, still it is not possible within 
the scope of a regular issue to coordinate and bring together the material of permanent 
value that we are able to present in this enlarged and specialized issue. 
The following outline gives a brief indication of the contents of this issue: 


4a next issue of Motor AGE will be the annual Sales and Service Reference 





q] THE SOURCES OF PROFIT. mine when moving parts of the automobile 
New car sales and registrations. chassis are properly fitted, when they are 

Scrapping old cars. serviceable and when they need replacing. 

Accessories. 

i € MONEY MAKING SALES PLANS THAT 


HAVE WORKED. 
A collection of short and pointed stories of 
success in the retail field. 


Maintenance—repairs, painting. washing, etc. 
Fuel and lubricants. 


— ---— 


q@ HOW MUCH CAPITAL. 
Enough money to do business on is important 
to the dealer. In this article an experienced 
financial authority in the automotive industry 
analyzes the capital requirements of the auto- 
motive dealer. 





€ AUTOMOTIVE DEALER’S PASSENGER 
CAR DIRECTORY. 

A table giving an alphabetical list of all 

American made cars, name and address of 

manufacturer, type of engine, price range 

and other useful facts. 


TT OnVE SHOE 6=— ss @ ELECTRICAL EQUIPMENT ON 1927 PAS- 


SENGER CARS. 
By A. H. Packer. A comprehensive specifications chart. 








io Sree dpe "  @ PRICE AND WEIGHTS OF CURRENT 


PASSENGER CARS. 


A comprehensive review of flat rate main- 


tenance service, including articles on what flat y ne BRL er eae eee 
rate is, how to install flat rate, how to sell q MECHANICAL SPECIFICATIONS OF CUR- 





flat rate, and how to pay mechanics under flat RENT PASSENGER CARS. 
rate. This will also include a special electrical “a 
service flat rate chart. € LATEST NEWS OF THE INDUSTRY. 
@ REPAIR STANDARDS CHART. q@ READERS’ CLEARING HOUSE AND 


A diagrammatic chart showing how to deter- OTHER FEATURES. 
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reductions on these vary from 18 to 25 
per cent, generally, but on tires much 
less. 

A striking commentary on the success 
of this scheme, and its value to the car 


The shop copy of the work order. The tag at the right is attached to 

the car and the customer gets the coupon at the bottom as a claim 

check. A folder is maintained for every customer and into it goes a 
record of all the work done on the car 


ORE than 50 per cent of the Dodge Brothers 
cars and trucks in its territory come into 
the Edwards Motor Co.’s service station 
every month. The Edwards Motor Co. is 
the Dodge distributor at Milwaukee, and this large 
volume of service business is due to the scheme of 


and truck owner is afforded by the reductions made 
in charges from time to time. In the rebush job the 
first price was $21.00 regular, $14.75 special. Six 
months later these were cut to $15.55 and $11.95, spe- 
cial, and in another six months to $14.75 and $10.95, 
respectively, and this without reducing the net. 


monthly specials which the company has adopted. 

More than two years ago it was decided to offer one 
or more service jobs each month, at a price reduction 
of half the profit. In many cases the amount of busi- 
ness was doubled and even trebled during the first few 
months, and the second year showed an increase of 50 
per cent over the first year, with a 50 per cent 
larger mechanical staff. 

In addition of this, 90 per cent of the service cus- 
tomers have other work done while the cars are in 
for the special, or make additional purchases. 

One indirect benefit to the company is an actual 
reduction in the cost of performing the various opera- 
tions. For example, no time is lost by a mechanic 
in going between the stockroom and the job for parts 
and materials for specials. All parts needed for 
specials are grouped in boxes by the stockkeeper and 
handed out as job units. 

Under the flat rate system, the mechanics on this 
work receive about one-third of the ordinary retail 
price of the job. In fixing the special price, the com- 
pany cuts its own charge in two, the exact amount 
varying with the proportion of the material cost to the 
total charge. 

This fixing of special jobs for low prices is not 
the hit and miss proposition that it might appear to be. 
At its inception it was based on the replies to a ques- 
tionnaire through which the owners chose the jobs they 
preferred to have done. The first four specials chosen 
were as follows, in the order of their popularity: 

1. Reline service brakes. 

2. Clean transmission and differential, install new 
grease. 

8. Clean carbon and grind valves. 

4. Rebush front end complete. 

In addition to the service jobs, the Edwards Motor 
Co. offers equipment items at special prices, for the 


Keeping Track of the Work 


Following the well-established custom of large auto- 
mobile dealers, the Edwards Motor Co. maintained a 
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Profitable Service 


Frank Edwards, president, Edwards Motor Co. 


The service floor of the Edwards Motor Co. At the end 

can be seen the circular platform where the service sales- 

man is stationed and around which all cars coming in must 
drive 


Top: 


complete visible service card record, giving the dates, 
job numbers, and amount of each service operation per- 
formed for each customer. 

If a customer made a complaint regarding some 
specific pob, or regarding the general repair costs on 
his car, it was necessary to refer to this service card 
file to secure the job number and then refer to another 
file to secure details of the jobs in question which were 
filed under their proper numbers. 
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By eliminating the card record entirely, and filing 
the customer’s job cards under his own name, each 
customer having a separate folder, it was found possible 
to eliminate one clerk and give instant access to the 
jobeard itself rather than to a card record which gave 
merely the cross file information to the job card 
wanted. 

On the outside of each folder, which is 9%4 by 11% 
inches, appears the type of vehicle, new or used, date 
of delivery, salesman’s name, addresses of owner, in 
addition to the name of the owner under which the 
folder is filed. 

In this folder is filed the job card on which all the 
work is itemized and extended. What the card covers 
will be best understood if its application is followed 
through from the shops. 

When a car comes in for service, a job card is made 
out in triplicate and the order signed by the customer. 
The original order is filed in the office, the duplicate 
becomes the customer’s invoice, and the triplicate, which 
is made of stout cardboard, is placed in the car. 

Before this is done, however, the detachable tag, 
which forms part of the card, is torn off, and attached 
to the car, and the stub with the job number is given 
to the customer as a claim check. 

Thereafter the card forms a permanent record of 
the work done, the cost, by whom inspected, date 
delivered, mechanics doing the work, ete. On the back 
of the card is a time analysis showing the cost of 
labor and the cost to the customer, and an actual clock 
record. 

All quotations on these forms are for time only, and 
parts are requisitioned separately. In all cases num- 
bers of parts requisitions are listed on the job cards, 
so that at any time the minutest details of any job 
can be secured by merely turning up the name of the 
owner in the folder filer. 

An interesting extension of this system is the issu- 
ance of job cards for all new cars as soon as they are 
received from the factory. Mechanics are paid on a 
flat rate basis for everything they do on the premises, 
whether it is moving the car from the stockroom to 
the showroom floor or moving it about the shops. 

All these things are recorded on the job cards, and 
the cards are renewed twice a month on the paydays, 
so that the mechanics’ time and job allowances can be 
entered on the books. 

It will be seen that this arrangement keeps a constant 
tab on the demonstrators and sale cars and their his- 
tory from the time they arrive at the company’s 
premises is an open book, even to the number of times 
they are washed. 

Pepping Up By Bonus 

Considerable benefit has accrued from the introduc- 
tion of a bonus system in the shops. Every two weeks 
$150 is distributed among the mechanics, and all but 
three get this bonus. 

At the beginning of each bonus period, each man is 
credited with 100 points. Additional points can be 
secured or deducted in accordance with the list that 
follows below: 








Points 
+g ee RS eee 2 
Pers. cleanliness ........ NE MES ASA Fe ne Le a 3 
Clean work bench and car spaceé.............................................. ie Oe 


(Continued on page 20) 








‘The Dealers Quota 








Motor AGE Platform for Greater 
Dealer Profits 

@) More net profit per dollar of sales. 

Elimination of used car losses. 

@ Make the used car a profit producer. 


@) Eliminate unmerchantable cars from the 
trade. | 


@ Put the maintenance department on a 
profitable basis. 


Boost profits by accessory sales. 

( Tires will help swell your profits. 

@ A fair flat rate plan for customer and 
mechanic. 

@ Get a profit from parts and supplies. 

@) Develop sales possibilities of territory to 
full extent. 


€ Dealer must not be forced to take more 
cars than his territory will absorb at a 


profit. 








used cars to scrap several of the problems of the 

trade would lose some of their gravity. There 

are always new and used car sales contests, so why 
not a contest for seeing who can do the most toward re- 
moving from circulation the cars that have outlived 
their periods of economical service? 


On the basis of present conditions, the question of 
what cars ought to be scrapped and how the operation 
ought to be handled seems to be largely up to the 
individual dealer. 


I every dealer would set for himself a quota of old 


Even without particular organized encouragement of 
scrapping, the number of cars yearly removed from the 
registration list by this or other means has been gain- 
ing tremendously. It is a sound trend and one that 
everybody hopes will continue. The accompanying chart 
reveals very clearly that cars scrapped have been show- 
ing a rate of gain much greater than that displayed by 
registrations and by new cars sold. 


There probably have been special reasons why the 
curve of scrapping took such a pronounced upward 
turn in the last two years. The heavy depreciation in 
open used car values almost certainly had something 
to do with it. Yet it is perfectly obvious that within 
a few years, as the market reaches the point where 
sales are almost entirely on a replacement basis, nearly 
as many cars will be scrapped as new ones sold. Scrap- 


ping will be a tremendously important part of the 
dealer’s business. 


The curves on the chart are projected into 1927 and 
1928 on the basis of estimates that are anybody’s guess, 
but which are likely to represent approximately what 
is going ,to happen in the next two years. On the 
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Analysis Shows That in Next Two 
Be Junked Annually for 


By JOHN C. 


facts already established and the probable trend of the 
immediate future the individual dealer is able to see 
about where he fits into the picture. It is possible 
to arrive at a ratio of cars scrapped to new car sales 
that a dealer will maintain in his own business if he 


is going to keep up with developments in merchandising 
practice. 


A suggestion along these lines came to MOTOR AGE 
from H. J. McDonald, of McDonald-Johnson Co., Ltd., 
Hupmobile and Reo dealer in Okmulgee, Okla., in a 
letter published recently. By way of showing his 
belief in his own principles he has junked 20 cars 


already this year and hopes to reach 50 by the end 
of 1927. 


In 1926 there were 3,388,000 new cars sold in the 
United States and about 2,143,000 cars scrapped. In 
other words for every 100 new cars sold 63 were taken 
out of the service, mainly by scrapping. This ratio was 
approached by the dealers who were doing their part. 
Of course some cars are wrecked, others find their way 
directly to the junkman without passing through a 
dealer’s hands, but the proportion of the total is small. 


It appears likely that close to 2,500,000 will be the 
average of cars scrapped in the next two years against 
an average production for domestic consumption of 
about three and a quarter millions. On this basis 
about 77 cars ought to be scrapped for every hundred 
sold. 

Most Cars at Right Price 


But the two and a half million mark may not be 
reached unless each dealer contributes his share. If 
he betters the ratio given, he is doing himself and the 
trade in general a big service. Of course he will have 
heavy losses if the cars are not taken in at the right 
price, but in this case the losses will come anyway, 
whether the jobs are turned over to the junkman or not. 
There is little or nothing to be gained by trying to sell 
cars fit only for the junk pile. 

Territorial considerations will probably affect the 


ratios to some extent. There is reason to believe that 
more very old cars are in operation in the rural districts 
than in the cities and for obvious reasons. The cost 
of maintaining a care in a city is such that only 
persons who can afford good cars can afford to main- 
tain cars. Orphan cars, the worst bugaboos of the 
trade, are to an overwhelming degree registered in rural 
communities, as was shown by a national survey made 
some time ago. 


Consequently it is reasonable to expect that the small 
town dealer ought to junk more cars than the dealer 
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of Old Cars to Scrap 


Years About 77 Old Cars Should 
Every 100 New Cars Sold 


GOURLIE 


in a city of 50,000, and many more than the dealer 
in a city of 100,000 or more population. This is going 
to be a big task, and a consideration of ways and means 
is therefore highly important. 

It is interesting to note the measures proposed by the 
dealers of Jacksonville, Fla., to meet the issue. 

A group of these dealers have formulated plans for 
a cooperative organization, regularly incorporated, for 
the express purpose of junking cars, the participants 
subscribing to blocks of stock. The only plant needed, 
it was decided, was a building equipped with bins for 
storing salvaged parts. <A tentative upper limit of 
allowance on any car to be wrecked was set at $30, 
with the expectation that the average price would be 
considerably lower. 

While these measures were being considered a Jack- 
sonville junk dealer came forth with an offer to buy 
the proposed business and to raise the top price to $40. 
If a private concern was so anxious to obtain the busi- 
ness and to raise the limit, they came to the conclusion 
that there must be profit in junking and went forth with 
more determination than ever. 

It was proposed to buy cars for scrapping from 
anyone, whether a member of the group or not. Cheap 
labor would tear down the cars and special spraying 
equipment would make it an easy matter to clean up 
all the usable parts and store them in the bins for sale. 
Members would be granted a discount from list prices 
established for outsiders. 

The plan, if it proves workable in the long run, will 
assure dealers that cars sold for scrap do not come 
back into circulation again, and it will provide for an 
economical interchange of special parts. With a group 
working on a big scale, furthermore, the returns from 
scrapping ought to be greater and ultimately perhaps 
permit a higher allowance. The Jacksonville dealers 
have already found a market for the curled hair re- 
claimed from upholstery. An individual dealer or 
wrecker on a small scale could not salvage enough of 
this to make it worth selling or buying. Other possi- 
bilities will doubtless eventuate. 

Individual dealers have found it profitable to do 
their own junking. They operate by turning their 
mechanics and other shop workers to the work at dull 
periods for regular service. Dealers who have gone at 
the problem seriously have often been able to reclaim 
from the car more than it would have brought from 
the wreckers. But even so they have been using more 
valuable space and the time of higher priced men than 
a regular junking organization would require. So there 
seems little reason to question the success of an effici- 
ently managed cooperative movement. 
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Graph showing scrappage trend in recent years and its 

theoretical future course for the next several years in rela- 

tion to registration growth in the United States. Exports 
are not included 





Still another way of handling the scrapping of old 
cars is for the factory to give the dealer a fixed sum 
for every car destroyed without salvage of any of the 
parts. Whatever may be said about the abstract 
economics of such a plan, it will be pursued and copied 
if it can be shown to bring profit to the manufacturer 
and to benefit, or at least not to harm, the dealer. 

Whatever means is the best must be left for ex- 
perience to determine. Perhaps it is not a good thing 
to try to salvage parts from wrecked cars. Perhaps 
the cost of dismantling will be too high to make sal- 
vaging profitable. But the important thing is to get 
the cars off the road. 





When Profit Will Be Possible 


A letter from W. L. Morris, Morris Motor Co., Columbia, S. C. 
(Studebaker) 


HE question of making used cars profit produc- 
ers in the automobile business, is one that has 


undoubtedly caused more concern than any other 
question regarding automobile merchandising. The 
reason is, as the writer views it, the same reason that 
is always present, “the law of supply and demand.” 
When dealers refuse to trade in more used automobiles 
than the public can consume, the profit and price will 
rise, but as long as they trade in more cars than there 
are potential buyers, the price will inevitably decline, 
and losses will occur in proportion. 

It is a matter of cooperation and knowledge dealers 
themselves will have to understand, but whether or not 
the day will ever come when dealers will understand, 
is a question. If dealers never admit this, there will 
never be any profit in the used car business, and when 
they do, there will be. 
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Fig. I 
An old story to the shop gang— 
a magneto magnet picking up 


a cold chisel 
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HASSA mat?” asked Pitch, for the Valve 
Grinding Fiend was muttering something 
under his breath. 

“Matter enough,” said Valvy. “Dropped 
a bloomin’ nut down into the transmission. Now ['ll 
have to pull the whole cover.” 

Just then the Red Head, who had assigned Valvy to 
the job, showed up. 

“Pays to go a little slow,” he said, when he found 
what had happened. ‘The speed stuff is all right when 
it’s clear sailing but sometimes you waste time going 
too fast. May be a good thing, though, for I can try out 
a stunt I’ve been thinking of for some time.” And the 
Red Head fished out from under the bench a piece of 
iron rod and some wire from an old Ford primary coil. 

Pitch couldn’t see what the rod and the wire had 
to do with getting the nut out of the transmission, but 
as Red began to wind the wire on one end of the rod, 
Valvy got the idea. 





Some Electrical Fishing 


“An electromagnet,” he said. 
to do some electrical fishing.” 

But the Red Head just went on with his work, while 
Pitch stared, wondering what it was all about. 

At the following shop conference Bill Fixit decided 
that it would be worth while to explain some of the 
principles of magnetism that the Red Head had made 
use of in the device he had made for fishing nuts and 
cotter pins out of the transmission. 

“Some fellows,” said Bill, “never care to learn the 
reason why things happen. Then when some unusual 
problem comes up they are stuck. Knowing a little 
about electricity and magnetism helps in many in- 
stances, but you have to know the fundamentals to get 
the most benefit in your shop work.” 

And Bill made a sketch (Fig. 1) illustrating some- 
thing that all the fellows recognized, a magneto magnet 
picking up a cold chisel. 

“Perhaps no one knows what magnetism is,” said 
Bill, “but they say it’s the way steel acts when its 
molecules or the small parts it is made of are turned 
a certain way. We know what magnetism does, how- 
ever, for it picks up iron or steel pieces and seems to 
exert attraction through space, the strength of the pull 
decreasing, however, as we get farther from our mag- 
net. 


“T’ll bet you are going 


How Lines of Force Travel 


“Here is one way it is explained,” said Bill, as he 
made another sketch (Fig. 2). “One end of a magnet 
is called the north pole and the other the south and 
it is said that lines of magnetic force travel from the 
north to the south pole out in the air while inside the 
magnet they travel from the south to the north. 

“The first magnetic device used to any extent was 


the compass which used a needle of steel which was —_ 
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Magnetism and 





Bill Fixit Explains Some Relations 
Between Electricity and Mag- 
netism Which the Wise 
Shop Man Can Often 
Make Use Of 


By A. H. PACKER 


magnetized and free to turn in any direction. Such 
a needle would turn in approximately a north and south 
direction and the end that turned north was called a 
north pole. Afterwards it was found in experimenting 
with two bar magnets, that the north pole of one would 
attract the south pole of the other while similar poles 
would repel each other. This was contrary to the idea 
of the north pole of the compass seeking the north of 
the earth, so to make our theories match we can figure 
that near the north geographic pole there is a south 
magnetic pole.” 

“But what’s that got to do with the stunt Red pulled?” 
Valvy wanted to know. 

“Afraid you’ll learn something, I suppose,”’ said Bill. 
“I’m coming to that next.” And Bill drew another 
sketch (Fig. 3) showing the iron rod, the coil of wire 
and the battery which supplied the current for the 
magnetic coil. 

“Some iron,” said Bill, “is found in the earth in a 
magnetic condition, but this is rare. it is easy, how- 
ever, to magnetize either iron or steel. The difference 
is that steel holds its magnetism while iron does not 
to any appreciable extent. In either case a coil of 
wire around a piece of iron will magnetize the iron 
if current flows in the coil. 


Current Through Coil Magnetizes Iron 


“To make iron magnetic it does not matter which 
way the coil is wound or which way the current flows, 
but if you wish to have a certain end north or south, 
then it does make a difference.” And Bill drew still 
another sketch (Fig. 4) in order to show the relation 
between the direction of current and the direction of 
the magnetism produced. 

“At the right of the sketch,” said Bill, “is a wood 
screw of the ordinary variety. If you turn this to the 








Fig. 3 
The electromagnet Rod made for fishing nuts and cotter 
pins out of the transmission 
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Klectromagnetism 





















































Fig. 2 
Magnetic action explained by 
lines of force which are said to 
travel from the north to the 
south pole outside the magnet 
and from south to north inside 














The direction of magnetic lines of force when the current goes around the iron is 
similar to the direction the screw travels when it is turned 

















Fig. 4 | 














right it will go into the wood and if we think of the 
turning as the electrical current and the direction the 
screw advances as the magnetism, then we have an 
easy way of remembering the relation between the 
direction of current and the magnetism produced. 

“At the left of this same sketch (Fig. 4) there is 
a battery supplying current to a coil of wire wound 
around a piece of iron or steel. Current will flow from 
the plus battery terminal through the coil and back 
to the minus battery terminal. In going around the 
coil of wire the current will then go around right hand 
or clockwise as seen from the standpoint of some one at 
the right, working the screw with a screw driver.” 

“And I suppose there’s some way to use that idea 
in the shop.” It was Valvy, who again felt he should 
be back on the job knocking out a few nickels on some 
flat rate assignment. 

“How ’bout it?” Bill asked. “Can any of you birds 
tell of a job where it would pay you to know which 
way to run the current in order to produce magnetism?” 

“Me know,” said Pitch. ‘“Mebbe not here, not bigga 
shop, leetle shop, no gotta machine, usa da wire.” 

“Pitch has the idea,” said Bill. “He means that we 
have a magnetizer, but that in a small shop where they 
might not be doing electrical work and might not have 
a magnetizer, a coil of wire and current from a battery 
could do the trick. 


To Strengthen a Magnet 


“Almost any shop will soon need a magnetizer, how- 
ever,” Bill continued. “Even with a magnetizer we can 
use some of the principles we have been talking about. 
In order to increase the strength of a magnet we want 
to run more lines of force through it and one way is 
to put it end to end with a stronger magnet. We might 
figure that the two north poles should go together, but 
this would make the lines of force of one magnet 
oppose those of the other which would tend to weaken 
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the magnetism. That means we must have the north 
pole of one magnet against the south pole of the other. 
Then the magnetism wiil all act in the same direction. 

“One of the things we talked about was that unlike 
poles attract, so to find the unlike poles we only need 
to turn on the current for our shop magnetizer, hold 
the magnet to be charged over the magnetizer and 
let it go on the way it wants to. Then rocking the 
magnet back and forth, dropping it on several times 
and drawing it off with the ends coming off last, will 
give it great strength. 

“In practical work on magnetos we find another thing 
that is of practical importance. It is due to the fact 
that magnetism travels easier through iron than 
through air. This fact is that a magnet with a keeper 
or piece or iron across its poles will retain more mag- 
netism than one that does not use such a keeper. For 
this reason in overhauling a magneto we always find 
a keeper used, it being applied before the magnet is 
removed from the magnetizer, and is removed only as 
the magnet is slid into place on the magneto.” 





Mathieu Heads French Engineers’ 
Society 

PARIS, April 16—(By Mail)—France now possesses 
a society of automotive engineers by reason of the con- 
stitutive meeting just held in Paris when the title was 
adopted of Societe des Ingenieurs de |’Automobile, 
and the following officers were elected: President, 
M. Mathieu, chief engineer Unic Company; vice- 
presidents, Charles Waseige, Farman Company and 
M. Bethenod; secretary, M. Morand; treasurer, Henri 
Perrot; committee; Messrs. Dombret, Dufresne, Henri 
Petit and Leon Poincare. 

American manufacturing and commercial methods 
were given prominence at the first meeting of the 
French society. 
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Disrepute on the 


ANKERS and finance houses look 
B with disfavor upon many of the 

practices now prevalent in the 
motor truck industry. Fortunately con- 
ditions are improving, and will improve 
more rapidly with the determination of 
the manufacturing and distributing in- 
dustries to stamp out the uneconomic 


practices that have hampered their 
progress of recent years. 
Loose terms and credits have done 


the industry considerable harm and 
only a complete revision of the business 
standards as regards these kindred mat- 
ters will reinstate the motor truck in- 
dustry in the eyes of the financial 
world. 


This was the gist of the speeches 
made in Chicago before the recent meet- 
ing of Motor Truck Industries, Inc. 
This organization submitted a resolu- 
tion to its members that was very much 
in line with the platform of the newly 
formed Motor Truck Association of Illi- 
nois. The directors of the latter asso- 
ciation were present as guests, and their 
president, S. M. Williams, enlarged on 
the resolution in pointing out some of 
the many defects and difficulties to be 
overcome by the trade. 


He pointed out that many of the 
troubles were due to the anxiety of the 
manufacturers and distributors to place 
trucks in the hands of some users with- 
out caring who those users were. No 
consideration had been given to the 
buyer’s integrity or capability with the 
result that unfair competition had been 
created for the legitimate operator. 
These latter in turn had endeavored to 
beat uneconomic competition by over- 
loading, which had resulted in high op- 
erating costs swallowing up the extra 
revenue. Repossessions resulted from 
both the good and the bad operators as 
a result of this. These practices had 
continued because the truck industry 
had not realized that their success de- 
pended upon the success of the opera- 
tors of their trucks. 

Trading-in practices had resulted in 
converting truck salesmen into mere 
used truck buyers. They had now 
reached a stage where they were afraid 
to turn down business of any kind, and 
one retailer dared not refer to a com- 
petitor for information as to a buyer’s 
standing for fear of passing on a pros- 
pect. Each dealer and distributor had 
grown suspicious %f the others, but as 
far as Chicago was concerned that pe- 
riod of distrust was now past. 

The new truck association had 
brought them together and the resultant 
acquaintanceship had helped wipe away 
the distrust and prejudice so that they 
could cooperate in building for the-4u- 
ture. 
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How Truck Selling May Be Stabilized 


Bankers and Dealers Tell How Unsound Practices in the Past Have Cast 






Commercial Vehicle Branch of the Industry 





THE BANKERS 
LEARNED SOME- 
THING 


When installment selling 
first began to be generally 
practiced in the motor ve- 
hicle industry the bankers 
were inclined to favor loans 
made on truck paper as 
against pussenger car paper. 
Their theory was that the 
truck was an earning unit 
and therefore a better risk. 
They soon learned that the 
passenger car was the pre- 
ferred risk and this article 
tells why it was so, and how 
the truck dealers may help to 
improve the soundness of 
their commodity as collateral 
for the bankers. 











Mr. Williams was followed by C. H. 
Fox, vice-president of the Chicago Trust 
Company, who explained why bankers 
do not like truck paper. First he re- 
minded his hearers of some of the cardi- 
nal principles of banking that are so 
often overlooked by the individuals 
composing the truck industry. 


A few years ago, he said, when truck 
paper first appeared, the banks pre- 
ferred it to passenger automobile paper, 
on the theory that the truck was of 
commercial value where the passenger 
car was a luxury, and the buyer would 
relinquish a luxury in preference to his 
means of livelihood. 


This proved a fallacy, however, as it 
appeared to be considered no disgrace 
to lose a truck, whereas family pride 
made the buyer hold on to his family 
car. 


One of the first principles of banking 
was that the money the banks lend be- 
longs to their depositors, and therefore 
they can take no risks with it. All 
loans should be of such a character that 
they are repayable even if the business 
of the borrower fails; it should not de- 
pend on the profits of the business. 
Such loans as do depend on profits are 
no more than stock investments. 


Much thought on installment pay- 
ment business evolved the principle 


that all financing of installment plan 


sales must be based, in the final anal- 


ysis, on the resale value of the com- 
modity. Therefore, unless it is possible 
to sell the commodity at any time for 
the balance unpaid, the loan is unsound. 
Banks buy paper and not trucks. 


One inherent fault of the truck indus- 
try is that the merchandise is not stand- 
ardized. Such things as expensive 
bodies for special purposes limit the re- 
sale possibilities. The suggestion was 
made that some progress might be made 
by a standardization of bodies. 


Standardization of parts had been a 
move in the right direction because it 
minimized the sales resistance on ob- 
solete models or orphans. Another 
factor was the existence of a large 
number of small manufacturers, some 
of whom were liable to go out of busi- 
ness and so affect the value of their 
products. 


Passenger cars have minimum terms 
below which it is recognized as unsafe 
to go. Mr. Fox pointed out that a 
minimum could be _ established for 
trucks, but that minimum would have 
to be higher. As a final suggestion he 
recommended the individual manufac- 
turers and distributors keeping in close 
contact with their bankers and sub- 
mitting audited statements twice a year. 


That the used truck was an effect 
and not a cause was pointed out by 
Mr. C. C. Hanch,-: general manager of 
the National Association of Finance 
Companies. 


He blamed it as the source of most 
of the difficulties of the truck industry 
today. He pointed out that good buy- 
ers are rarely good sellers, and vice 
versa, and for that reason in most or- 
ezanizations the functions are carefully 
segregated. Mixing of these functions 
leads to failure rather than success. 


While it takes no particular ability 
to buy a good motor vehicle, it demands 
a high order of salesmanship to con- 
vince a buyer of the qualities of indi- 
vidual design. If nothing were in- 
volved beyond the selling of new 
vehicles there would be no problem. 

Some interesting statistics were in- 
jected into his talk by Mr. Hanch. In 
1919, he stated, for every 100 new cars 
sold there were 99 traded. In 1925 
there were only 90 per cent trades. 
While no actual figures were available 
for the truck business he estimated the 
proportion of trades to new vehicles to 
be around 80 to 90 per cent. 

He pointed out that if trucks are sold 
on six equal monthly installments the 
amount outstanding becomes stabilized 
at 39 per cent of the annual turnover. 
On twelve monthly installments the 
amount outstanding is 54 per cent and 
on 24 installments no less than 104 per 
cent of the annual turnover. 
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Fee mar coupe has been 
added to the Dodge Brothers four 
cylinder line. It is fitted with a rumble 
seat and lists at $995. Finish of the 
body is in Armory green lacquer, the 
black molding being striped with 
Armory green and cream, while the 
fenders and splash shields are black. 
The top is of tan colored water proof 
material and a boot is supplied at $10 
additional cost for use when the top 
is folded. Lowering of the top is ac- 
complished by unclasping two latches 
at the upper corners of the windshield. 
Upholstery, including the rumble seat 
is of green Spanish leather. Standard 
equipment includes extra wire wheel, 
nickeled bumpers front and rear, rear 
view mirror, automatic windshield 
wiper and engine heat indicator. 


Dodge Srothers Convertible Coupe 
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Low appearance on this new Dodge Brothers convertible coupe is obtained 
through the use of low windows and “cheat” lines at the bottom of the body 


panels, 


It lists at $995 
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Studebaker’s new four-passenger Commander coupe which was described in 
last week’s MOTOR AGE. A companion car to this is a two passenger coupe 
on the same chassis. Both cars have the Big Six Studebaker engine 


er 


French Plan Tests of 
Charcoal Gas 


PARIS, April 14.—(By Mail)—Follow- 
ing a 2000 miles road demonstration of 
all types of automobiles using nation- 
ally produced fuels, the French Govern- 
ment has just begun elaborate bench 
and road tests for 3% and 5 ton trucks 
consuming charcoal gas. The vehicles 
proved successful in these trials can be 
sold to the public with the guarantee 
that they will be given state subsidies, 
these amounting to $160 on purchase 
of a 3% ton truck, $200 on purchase of 
a 5-ton truck, and $120 for each of the 
three following years. 

The competition is opening with 
bench tests at the state laboratory. 
These will be followed by road trials. 





Chandler Announces New 
Country Club Coupe 


STRAIGHT seat coupe, named the 
Country Club Coupe, is the newest 
addition to Chandler’s Big Six and Royal 
Fight lines. This model is priced at 
$1695 in the Big Six series and $2195 
in the Royal Bight series. Three full- 
sized adults are easily accommodated 
in the one seat. 

Spacious package compartments are 
provided behind the seat and in the rear 
deck. The interior compartment, lo- 
cated just behind the driver’s seat, 
measures 42x11x7% inches and con- 
tains 3000 cubic inches of package 
space. The rear deck compartment is 
even more generous, measuring 33% 
inches long and 15% inches high, and 
affords 26,799 cubic inches of space for 
luggage, the necessities for a camping 
trip, a cross country tour, or for any 
other purpose. 

The new Country Club Coupe on 
either chassis is available in either 
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New Chandler Country Club Coupe 


Sheridan Grey with attractively striped 
grey wheels, or two-tone green with 
green wheels, also suitably striped. 
The Big Six car is upholstered in 
blue-grey deep-tufted mohair. The 
Royal Eight is available in either blue- 
grey mohair or champagne-toned broad- 
cloth with a neat, dark green pin stripe. 
Another feature of this model is the 


tool-carrying arrangement incorporated 
under either side of the cowl. This 
eliminates the necessity of removing or 
raising the seat to get at tools. All the 
driver does is to turn the button on the 
side flaps under the cowl. The flap then 
opens up and the various tools are 
ready for use—each being carried in its 
own separate place. 
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program of the Automotive Equip- 

ment Association, contemplating 
the expenditure of approximately $300,- 
000 a year for the promotion of auto- 
motive merchandising, which was 
authorized by the association at its 
1926 convention, was approved by the 
board of directors at a meeting in Chi- 
cago last week. 


The plan as approved was formulated 
by Harry G. Moock, general manager 
of the Market Development Department, 
and steps were taken immediately to 
put the program into operation. 


The outstanding feature of the plan 
is the thorough and substantial manner 
in which a marketing organization has 
been built to isolate and attack the ma- 
jor problems of each of the groups of 
manufacturers and wholesalers who 
compose the A.E.A., while coordinating 
and consolidating all results toward the 
accomplishment of these major aims: 


1. Getting a larger share of the con- 
sumer’s dollar for the automotive 
industry and particularly for those 
manufacturers and jobbers who serve 
the great after-market created by the 
automobile. 


2. Increasing the profits of the mem- 
bers of the Automotive Equipment 
Association. 


The plan includes’ provision for 
efficient departmental organization sup- 
plying the details of market research, 
business statistics, merchandising as- 
sistance to manufacturers and jobbers 
and retailers, educational and publicity 
work, and, contact with not only the 
associations of the automobile industry, 
but with those of every other industry 
and with all the great sources of mar- 
keting information including the De- 
partment of Commerce and the United 
States Chamber of Commerce. 


Five Major Divisions 


The Greater Market Development plan 
is built around five major divisions: 

Merchandising Division. 

Accessory Division. 

Shop Equipment Division. 

Service Parts Division. 

Public Relations Division. 


Repair shop supplies are a part of 
the Accessory Division. Small tools are 
included in the Shop Equipment Divi- 
sion. 

Organized in this manner, the plan 
provides specific and specialized atten- 
tion to the needs of each of the major 


"Tor Greater Market Development 
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_ eA. Market Development 


Program Gets Started 


Plan Prepared by Harry G. Moock, New Director, and Approved by 
Board Provides for Five Departments to Promote 


All Branches of the Industry 
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Chart showing proposed organization of A. E. A. Greater Market Development 
department 


groups of products manufactured and 
distributed by the A.E.A. membership. 
Each division will be headed by a mar- 
keting specialist chosen because of his 
knowledge of the marketing problems 
of his particular group. It will be his 
job to develop the markets in his par- 
ticular field. He will contact constantly 
with manufacturers and jobbers, gath- 
ering information and significant data 
on such subjects as extent of markets, 
effective marketing methods, buying 
habits and preferences, etc. He will 
co-ordinate marketing activities to the 
best interest of those interested in dis- 


- tribution of the products in his division. 


Then, in order to balance the activity 
of the organization, there has been pro- 
vided a divisional conference, a purely 
internal affair, composed of the heads 
of the five departments and presided 
over by Mr. Moock. Here the activities 
of each division will be discussed and 
finally planned, giving each activity the 
benefit of the combined knowledge and 
experience of the marketing specialists 
in the organization. All activities 
initiated by the division heads, when 
approved by the Divisional Conference, 
will reach the membership through the 
field activities of the merchandising 
department. 

The merchandising department, in 
charge of Arthur Mogge, embraces the 


eight zone managers who contact di- 
rectly with the jobber organization, and 
who have up to the present time devoted 
their time largely to holding of dealer 
and jobber salesmen’s meetings. Under 
the new plan these zone managers will 
perform a much more intensive and 
specific service to the membership, 
while continuing such of their present 
activities as is deemed necessary in the 
particular zones in which they operate. 

The public relation division will be 
direct publicity, advertising and educa- 
tional work with the purpose of selling 
the A.E.A. Greater Market Development 
work to the trade and the public, dis- 
seminating marketing’ information to 
manufacturers and jobbers, methods of 
management and “selling, preparing 
literature to advance the interest of the 
membership of all groups, conducting 
special advertising and publicity cam- 
paigns of timely and seasonal nature 
and generally furthering the interests 
of the association and its work. 

Mr. Moock expects to announce selec- 
tion of the marketing specialties to 
head the various divisions in a short 
time and plans to inform the members 
of his progress and plans, outline spe- 
cific activities already started and from 
which the entire membership shall 
benefit, at the A.E.A., Summer Meeting 
in Portland, Oregon, in June. 
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Stock Stutz Wins Stevens 


Challenge Trophy 


Averages 68.44 M.P.H. for 24 Consecutive Hours, Running Total 


of 1642.58 Miles 


By C. E. PACKER and LEWIS DIBBLE 





The three Stutz cars at the start of the 24-hour grind 


storms hurled upon the Indianapolis 

Speedway by a gusty wind the 
Stutz Motor Car Co. of America, Inc., 
won the Stevens Challenge Cup on April 
22, 1927, with a stock 5-passenger sedan 
averaging 68.44 m.p.h. for 24 hours. 
The total distance covered from start 
to finish was 1,642.58 miles. 

Close behind this entry was another 
stock 5-passenger Stutz sedan equipped 
with a Weymann:body. This car made 
67.176 m.p.h. for the entire period. 
While not passed for stock car compe- 
tition, by the American Automobile 
Association, a stock chassis with special 
test body attached turned the course at 
an average speed of 71.352 m.p.h. for 
every hour of the 24. 

When it is realized that the Indian- 
apolis Speedway is far from smooth, 
that the rain, sleet and snow made the 
track dangerously slippery, and the 
speeds recorded were electrically timed 
by the A.A.A., the magnitude of this 
accomplishment will be appreciated. 
Chester S. Ricker, director of timing 
and scoring, and Odis A. Porter, chief 
timer, both of the American Automobile 
Association, handled the records. 

The cars were inspected by technical 
committees from both the Society of 
Automotive Engineers and from the 


i the face of alternate snow and rain 
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Stevens Challenge Cup 


American Automobile Association be- 
fore the contest and after the comple- 
tion of the run. T. J. Litle Jr., chief 
engineer of the Marmon Motor Car Co. 
of America, was on hand as observer, 
and served as chairman of the S.A.E. 
technical committee. The oil and gaso- 
line used were of standard grade such 
as is available to the public at filling 
stations and was checked by the S.A.E. 
technical committee. 


The Stevens Challenge Trophy 


The Stevens Challenge Trophy, 
which was being raced for for the first 
time, was presented to the Indianapolis 
Motor Speedway Company by Samuel! B. 
Stevens of Rome, N. Y. In the deed of 
sift for the trophy were requirements 
which open up a new field of competi- 
tion that is sure to develop even better 
car3 than are now made. 

Mr. Stevens has expressly stated that 
this trophy, a large silver cup, shall 
be raced for on the Indianapolis Speed- 
way, for as he says, this speedway most 
nearly duplicates actual road condi- 
tions, being none too smooth and having 
severe turns. 

It is further provided that only 
stock closed cars of American manu- 
facture may compete. To be consid- 


(Continued on next page) 
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STOCK STUTZ WINS STEVENS CHALLENGE TROPHY 
(Continued from previous page) 








ered as stock the car entered must be 
identical with those in production at | 
the time of the contest and at least 1,000 





Standard Stutz Sedan Speed 


- the closed cars were dangerously 
blurred by the falling sleet and snow 
and the drivers who alternated on the 








chassis similar to the one entered must | Averages open car were barely able to keep the 
have been manufactured and at least 10 (Recognized A.A.A. ice which formed under their goggles 
cars equipped with bodies substantially | Distances) from pushing their eyes shut. It was 
identical with the bodies used in the | Miles only the iron will of the drivers urged 
Willies , 
contest must have been actually sold °° resend on by the encouragement of F. E. 
at regular prices. No deviation in pis- | “hata aad 71.197 Moskovics that made it possible to con- 
ton design or clearance, valve setting, [| 9» eee 198.805 tinue the test. Hour after hour through 
gear ratio or muffler connections is || 6 .................... _ 294.000 the night these cars continued. 
allowed, although an auxiliary fuel | a Ee 808.541 With morning there was an improve- 
supply may be carried. However, any {| 24 ....-.----..--.----------+++-- aianionte 1,642.580 ment in weather conditions. The sun 
gear ratio that is optional as stock may | Average speed for the 24 hours shone for a few hours and the average 
be used. To win the trophy the entrant 68.440 M.P.H. speed went up. But good weather was 
must maintain an average speed in ex- |} jrijo, Average not to continue. At 11:20 in the morn- 
cess of 60 miles an hour for 24 con- | Seuaned _— : M.P. EI. ing, snow was falling in small quan- 
secutive hours. The Stutz Motor Car 5 4:25.05 67.911 tity. This condition continued through- 
Co. of America, Inc., having won this 10 8:33.62 70.090 out the day up until 3 p. m. when the 
trophy at 68.44 m.p.h. is privileged to 50 42:08.43 71.190 weather cleared and gave the boys one 
hold it until another stock closed car || 100 1:24:36.03 70.922 really good hour for driving. 
has exceeded this speed. 500 7:32:36.76 66.282 
While the deed of gift does not specify 1,000 14:45:19.70 67.771 Mechanical Work Negligible 
that these contests shall be under the 





Throughout the entire contest which 








direct supervision of the A.A.A., the 


was presided over by William F. Sturm, 


Stutz Motor Car Co. made special A cloudy sky and increasing wind indi- Charlie Crawford, chief engineer, and 


arrangements for this supervision. 
Starting the Test 


cated that the weather could not be F. E. Moskovics, president of the Stutz 
depended upon. By 5:22 p.m. rain was Motor Car Co., wonderful pit co-opera- 
falling and continued intermittently tion was rendered, but little needed. 


The two official entries and the stock until 9:21 p. m., when it changed to a Supplying gasoline and oil to the cars 


chassis that was under special observa- clinging snow. 
tion got under way from a standing 
start at 4 p. m., Thursday, April 21. 70 miles an hour. 


at two hour intervals was the main job 


All cars continued at speeds close to of the mechanics on hand. 
The windshields on 


(Continued on page 35) 
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The three men with the lowest score at each half 
month get no bonus, and the men naturally make 
strenuous efforts to escape this fate, not merely on 
account of the money involved, but to maintain their 
standing with their fellow workmen. 

The service manager and his assistants in the recep- 
tion shop can tell a customer just how long it will be 
before a mechanic will be available to attend to his car. 

These men know exactly how many jobs are in the 
shop awaiting attention, how many mechanics are 
available at once, or whether the shop has work ahead. 
All this information permits the service officials to 
keep a finger constantly on the pulse of the mechanical 
department. This is how it is done: 

Suspended from the ceiling in the reception bay is 
a series of 17 lamps of different colors. These are 
numbered and lettered. Supposing all the men are 
working, but one will be available in 45 minutes. The 
foreman in the repair shop switches on two lights 
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marked 15 and 30—totalling 45 
marked mechanics. 


How many jobs are waiting in the shops? The 
second group of four lights refer to these, and, as they 
are numbered 1, 2, 4 and 8, any combination can be 
secured to total up to as many as fifteen. Wash jobs 
and service jobs waiting attention are also indicated by 
this system. 


A recent innovation in the reception bay that has 
proved of great value is a circular platform. This is 
located in the center of the floor and between the 
entrance and exit doors. Cars coming in for service 
are driven alongside this platform on which the service 
manager’s desk is mounted. The platform ensures that 
the customers are attended to in turn and makes the 
service attendants equally available to all. 


Confusion is avoided because the traffic moves only 
in one direction—around the platform. Cars leaving 
the premises continue their course to the door; those 
staying for service turn into the storage bays, and 
there is no crossing nor delay. Cars waiting a few 
moments are driven right around and into line again. 
Comfortable seats on the platform accommodate waiting 
customers, who actually prefer this position to the wait- 
ing rooms that are also provided. 

Another improvement, in the shops, is the numbering 
of the mechanics according to their location in the shop. 
The numbers start at the main entrance and continue 
around the wall. Thus there is no time wasted in 
locating any special mechanic. The number indicates 
the position of the man as well as identifies him. 
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Wills Sainte Claire Valve and Carbon Job 


Could you give us the proper method 
of removing and replacing the housings 
and camshafts of an 8S cylinder Wills Ste. 
Claire. We wish to clean out carbon 
and grind valves.—hKubitz Brothers Ga- 
rage, 656 Blossom Rd., Rochester, N. Y. 

HE information which follows gives 

the complete procedure in doing this 
work, this information being obtained 
through the courtesy of the Wills Ste. 
Claire organization and is taken from 
their service handbook. The work 
recommended includes operations which 
are not strictly a part of the carbon and 
valve jobs, but can best be done at the 
time this work is undertaken. 

The order in which the work is done 
is as follows: Use protecting covers 
over fender and other parts of car. 
Disconnect one battery terminal. Re- 
move hood and replace the hinge screw 
in the radiator. Drain radiator saving 
anti-freeze solution. Disconnect upper 
hose connections and push same back 
on intake manifold pipe. Note condi- 
tion of hose. Turn off gasoline and 
vacuum tank and disconnect gas line. 
Remove bolts joining radiator tie rods 
to radiator tie rod eyes. Remove four 
acorn nuts holding intake manifold to 
cylinder. Remove bolts holding hot 
spot tube to manifold. Disconnect gas 
line at carburetor and remove intake 
manifold and carburetor as a unit. 

Turn engine by hand until No. 1 
cylinder which is the front one on the 
right side has its piston coming up on 
compression. Then crank engine slowly 
until the marked IO1 (intake opening 
No. 1) appears in exact center of fly- 
wheel inspection opening. This inspec- 
tion opening is at the top of the fly- 
wheel housing just at the right of the 
motor generator. Remove camshaft in- 
spection covers and valve follower 
covers. Remove nut connecting cam- 
shaft adjustment sleeve to camshaft 
housing. Remove both camshaft hous- 
ings. Disconnect heater clamp from the 
exhaust pipe, both sides and remove 
the heater tube assemblies. (On some 
cylinders the heater tubes are removed 
intact with the cylinder block.) Dis- 
connect exhaust pipe from manifold. 
Disconnect water inlet manifold from 
cylinder. Disconnect the long dis- 
tribubuter control rod at the front 
bracket. Remove nut and lock washer 
holding ignition assembly to generator 
and free the rear end of the assembly 
slightly. Open release cock in cylinders 
and remove cylinder. 

To remove the valve secure four 
blocks 8% in. by 2% in. by 1 in. and 
place a block in each cylinder. When 
the cylinder is turned upright on the 
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bench the blocks serve to hold the 
valves while the springs and locks are 
being removed. With a suitable fixture 
press down on the valve spring seat 
and release the pressure and remove the 
lock collars. Reface valves or use new 
ones if old valves show warpage, pits 
or cracks. Remove carbon from com- 
bustion chamber and tops of cylinders. 
Blow loose carbon from cylinders using 
air pressure. Wash cylinder and note 
condition of valve seats. If burned or 
pitted they should be reseated. Grind 
valves and obtain a seat ye in. wide 
in center of valve face. Wash off all 
traces of grinding compound. 

While 
loosen 
erator 


cylinders are off the 
dust cover 


and slide 


engine 
ren- 
Remove 


on front end o 
it forward. 
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Wills Sainte Claire camshaft drive 


one of the cap screws holding the gen- 
erator drive shaft to the generator 
clutch and inject type “D” lubricant in 
the clutch through the opening. Clean 
pistons, noting condition of piston walls 
and rings and fit of connecting rod 
bearings. Drain engine oil sump, re- 
moving oil sump and screen. In replac- 
ing cylinder blocks, clamps are used on 
the lower piston rings and these must 
be removed from below after cylinder 
is in place. 


Replace the cylinders. Install new 
cylinder to crankcase gaskets and note 
that front and rear crankcase dowels 
are in place. Crank engine until top of 
end pistons are just even with wrist 
pin holes of center pistons. Block 
WheelS and put car in gear and set 
emergency brake. Replace cylinders. 
Replace lock washers and nuts holding 
cylinders in place. If engine position 


has been disturbed it should again be 
set with No. 1 piston coming up on 
compression and the mark IO1 in line 
with inspection opening. The right 
camshaft is set so that the point of No. 
1 intake cam which is second from the 
front points toward the upper end of 
the opening on the left side. 

The slot in the upper camshaft drive 
shaft should then point toward the fan 
as the housing is placed in position. 
The left camshaft is set in similar 
fashion so that No. 5 intake cam which 
is second from the front points toward 
the upper edge of the inspection open- 
ing (to the left). The slot in the cam- 
shaft drive shaft should then be almost 
in line with the camshaft itself, to 
correspond with the position of the 
coupling upper cross arm on the left 
side when the I05 (intake opening No. 
\) timing mark is at the center of the 
flywheel inspection hole. The tappets 
are set at .012 in. clearance at the heel 
of the cam and the timing is considered 
correct when there is a clearance of 
.006 in. when the mark IO1 appears at 
the inspection hole while cranking en- 
gine in the normal direction. 

The relation of the camshaft to the 
engine may be changed by loosening 
cap screws (2) shown in the illustra- 
tions. When the engine has. been 
cranked in the normal running direc- 
tion until there is a clearance of just 
.006 in. at the No. 1 intake valve the 
position of the I01 flywheel mark 
should be just at the center line of the 
inspection hole. If it is above center 
the timing is late and if it is below 
center the valve timing is early. With 
correct timing the cap screws marked 
(2) should be tightened. The ends of 
the locking plate (3) should then be 
turned up. 


After replacing camshaft housing 
connect water inlet manifold to 


cylinder. Install heater tubes, hook 
up exhaust pipes and heater tube clamp. 
Clean and install carburetor and intake 
manifold assembly. Connect gas line 
and carburetor and vacuum tank. Con- 
nect radiator tie rods and replace hose 
connection. Replace washer and nut 
holding ignition assembly to generator. 
Connect long distributor control rod. 
Connect battery and clean and adjust 
distributer points. If work is done on 
distributer points they should be syn- 


chronized. Clean spark plugs and 
adjust gap. Replace oil sump and 
screen and put in 7 qts. of oil. Fill 


radiator and condenser tank. 
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Your New Building — 
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20-Foot Lot Even on Corner Not Suitable for 
Service Work on Cars 


We have a lot 20 by 120 ft. facing on 
the main street of this city which has a 
population of over 10,000. We are now 


doing just a battery business of assem- °* 
bling our batteries and a general battery | 


service station. We average about 100 
batteries a month and want to add some 
other lines to make it a more steady 
business. We need to have an electrical 
test bench and do all electrical work. 

We work three men now the year 
around. We need just a little more than 
desk room for oflice, and would like smail 
display room. We need room for five 
charging benches, two work benches for 
assembling and repairing, small place for 
coating lead parts, stock room for parts, 
place to store 5 or more acid carboys, 
place for water still, place for finished 
new batteries, place for finished old 
batteries for delivery and place for our 
delivery truck and ear. 

We would like a drive in from the 
front so that we could handle and work 
on four cars at one time. Will put in 
basement under at least the south 50 ft. 
of building. Apartment on 2nd floor for 
my home. Hzve opportunity to rent the 
back 40 ft. to machine shop, if we don’t 
need the entire building.—Jasper Battery 
Co., 311 High Ave. E., Oskaloosa, Iowa. 


Editor’s Note:—We have tried to discourage 
the Jasper Battery Co. from building on a lot 
as narrow as 20 ft. wide. It is practically 
impossible to handle cars on a small lot of 


this sort with any degree of ease or efficiency. 
They did not however, tell us that there was a 
17 ft. alley along one side of this lot which alters 
the case somewhat but still leaves a very hard 
problem to deal with. 

E believe that your best course in 

laying out a building for your 
narrow lot is to leave a portion of it 
with no wall on the alley side. This 
may be an open court large enough to 
hold four cars and without roof, or if 
desired, it may have a roof supported 
on the open side by a steel girder as 
we have indicated and the space may 
even be closed by sliding doors. These 
doors should be arranged in two pairs 
on two parallel tracks so that two doors 
may be opened at the same time and 
permit about a 17 ft. opening. The 
doors may be removed in summer to 
avoid the inconvenience of sliding them 
back and forth and only used during the 
cold weather when the service room 
would need a little heat. 

Cars could swing from this 17 ft. 
alley into the service space and then 
after service had been received could 
back out the same as they came in, 
proceeding down the alley and out the 
other side of the block. Short cars of 
course could swing into the space more 
easily and reverse their direction in 
backing out. 

We have placed the parking space for 
service in the center of the building 
with space at the rear for new battery 
shop and in front for repair shop. Per- 
haps it is not advisable to sepgrate 
these departments as completely as we 
have done and in this case the service 
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A 16-foot car placed crosswise of the service room leaves only 2 feet to spare 
inside which is not a good condition 


space can be moved to the extreme rear 
of the building. 

If you build a basement under the 
first forward 50 ft. of this building there 
is a good opportunity to install windows 
along under the work bench on the 
alley side which would let considerable 
light into the basement through an 
opening in the floor under the bench. 
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The same scheme would apply under the 
display window in front. 


We would not approve of any drive 
through scheme for the reason that the 
building is only wide enough to accom- 
modate two cars placed side by side and 
for that reason there would be no way 
of handling them after driving them in 
to get them out of the aisle space. 





LEGAL QUESTIONS ANSWERED 


By Wellington Gustin 


Sy 





TALK TO COUNTY PROSECUTOR 


An automobile thief registers a stolen 
car with an Iowa county treasurer using 
the enclosed form and Illinois dealer’s 
number and secures a certificate of reg- 
istration. He sells and transfers the car 
according to law to an Iowa dealer. 
Has the dealer any recourse? Is the 
county treasurer liablef Numbers were 
issued contrary to law.—Collicott Motor 
Co., 353 Second Ave., West, Cedar Rapids, 
lowa. 

OUR information is too meager for 

a full reply. From the apparent 
criminal element involved you should 
take that matter up with your county 
prosecutor. If the county official knew 
the car was stolen or connived in secur- 
ing registration he would be guilty of 
malfeasance in office; or if he had no 
knowledge of the car being stolen but 
was negligent in his duties through 
which registration was had resulting 
in loss to the public, then the injured 
party would have recourse against the 
official on his bond. 

It is a rule of law that a thief can- 
not give title to his stolen property and 
the owner may recover the same re- 
gardless of the number of hands 
through which it has passed. Then if 
the officials are not guilty of malfea- 
sance or negligence in the matter the 








innocent dealer has no recourse except 
against the thief and thus is but the 
victim in a confidence game. 





FRICTION RINGS NEED REPLACING 

How is the adjustment made on the 
clutch brake of a 1925 Jordan line eight? 
Can the adjustment be made without 
taking down the clutch? In going from 
neutral to first the gears clash. J. 
Watts, 7831 Rhodes Ave., Chicago, Ill. 

HE trouble is not in the clutch brake 

but is due to the fact that the fric- 
tion rings which are placed one on each 
side of the driving disc are worn down. 
As these wear it is possible to make an 
adjustment to compensate for the wear. 
However, as adjustments are made 
from time to time the whole clutch 
mechanism including the sleeve assem- 
bly moves forward and increases the 
distance between the rear of the sleeve 
assembly and the friction member on 
the clutch brake. This means that as 
the friction rings get very thin that 
when you throw out the clutch you do 
not quite get contact with the clutch 
brake. Replacing the two friction rings 
will correct the condition and will give 
the correct brake clearance which is 
from: to %& in. 
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Lifting a Valve 
Stops the Knock 


We have an Oldsmobile 6, series D, 
which has been driven about 3500 miles. 
it has an elusive knock which we are 
unable to locate. It sounds like a pis- 
ton pin, but does not appreciably in- 
ecrense with speed or on a pull One 
or two service men have listened to the 
engine operate and claim the trouble is 
due to a piston pin. One stated it was 
in the third cylinder. I have checked 
the pistons and do not believe the pins 
are loose. Lifting the exhaust valve on 
the No. 2 cylinder with engine idling 
will stop the knock, This might indicate 
valve trouble. but with the spark plug 
in the No. 2 cylinder removed it also 
stops the knock. Pistons have .0035 
clearance and are practically round. 
Piston has two ‘ in. rings and one 3/16 
in. ring. With engine base off and en- 
zine idling or turning very slowly there 
is a sucking sound like a horse pulling 


his foot out of the mud.—Reoscoe HBax- 
ter, Grafton, Ill. 
OO many garages estimate what 


the trouble is without really testing. 
We believe you were on the track when 
you removed the plug from the No. 2 
cylinder and also when you tested by 
lifting the exhaust valve. Both of these 
tests did the same thing. They relieved 
that particular piston and connecting 
rod of the explosion and compression 
pressures, also from the suction. For 
this reason we believe that the trouble 
is in the No. 2 cylinder and is in the 
connecting rod or piston pin. There 
is, of course, the possibility which you 
indicate of trouble in the rings. Did 
you check the piston rings to see that 
they were a snug fit in the groove and 
did not have any appreciable up and 
down play? Another peculiar condi- 
tion which sometimes causes a knock is 
the effect of the explosion compressing 
the upper ring and causing the ends 
to snap together. This is often ex- 
perienced in overhauled Ford engines 
in which step cut piston rings are in- 
stalled. The condition can be remedied 
by cutting notches in the top of the 
upper piston ring so as to let the ex- 
plosion pressure get behind the ring 
and hold it out against the cylinder 
wall. In your letter you mentioned 
drilling a hole back of the upper piston 
ring. This is wrong for it allows the 
explosion pressure to leak away. There 
are testing devices on the market which 
will check an engine for knocks and any 
shop doing very much work should have 
one of these devices. The sucking 
sound is possibly due to explosion 
pressure leaking past the piston ring. 


—_._» 


FIRING AT INTAKE MANIFOLD 

What would make a six cylinder car 
fire back in the intake manifold at high 
speed after two or three miles driving? 
Is the gas too high test? Are intake 
valves sticking or is glowing carbon 
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causing the trouble?—Herb Davis, Herb 
Davis Garage, Herbst, Ind. 


‘T’HE things you mention could cause 

the troubie. If the trouble occurs 
due to extremely heavy pulling it is 
probably not in the valves. However, 
valves might stick when warmed up a 
bit and might work fairly well before 
the engine gets very hot. One possi- 
bility is high tension current leaking 
from one spark plug wire to another 
or account of the rubber being old and 
cracked. Another possibility is a pro- 
jecting point of metal in the cylinder 
or spark plug points which have burnt 
away until the edge is very sharp so 
that the edge remains red hot at heavy 
pulling and fires the incoming gas. 
Another thing to watch for would be 
the timing of the distributer arm in 
the ignition unit to see that the high 
tension rotor is in line with one of the 
distributer segments when the inter- 
rupter points open. This should be 
especially checked in the advance posi- 
tion which is used at high speed. 


SHOP XINKS 


That have been Found Useful 


LET THE TIRE AIR OUT 


Here is quick way of letting air out 
of tires without taking out the valve 
insides or holding down the stem with 
fingers. Make up five or six of these 
caps with holes drilled in them and 
drive a nail through in the center. The 
cap can be put on while other work is 
being done and considerable time can 
be saved.—Edward Sladek, Portage 
Park Garage Co., 5105 Irving Park 
Blvd., Chicago, IIl. 











Readers of Motor AGE are invited to 
submit ideas that they kave found useful 
in doting some particular service job in 
the shop in a better or quicker way. For 
each one published $2.00 will be paid. 
Whenever possible the idea should be ac- 
compamed by a sketch or diagram from 
which a drawing can be made. 


Tightening Knight 
Engine Sleeve Rods 


We have a 1923 Willys 
which the sleeve rods are loose on the 
eccentric shaft and also in the pins at 
the top of the sleeve rod. What is the 
correct way to take up on these rods? 
Can the sleeves after they have been re- 
moved from the block be replaced with- 
out a jig and is so, how?—L. A. Holts- 
claw, 1853 8. 12th St., St. Louis, Mo. 

N working on the sleeves and sleeve 

rods it is necessary to take off the 
cylinder head and cylinder block. Then 
if one is careful it is possible to remove 
the cap at the bottom of the sleeve rod 
and file it down and replace it. Care 
must be used however, not to drop the 
cap into the pan and not to lose track 
of the way it was put on. The cap 
should be marked so that it can be put 
on the same way it was before. They 
should not be fitted tight enough to 
bind. The pin at the top is locked in 
the ears on the sleeves and turns in 
the upper end of the rod. This ordi- 
narily needs no adjustment as the wear 
at this point is very slight. If too 
tightly fitted at this point there is 
danger of the ears being broken from 
the sleeve. There is no need of a jig 
for if the sleeves are removed they can 
be readily replaced. They should be 
put in the same cylinders however, as 
after many miles of running they have 
worn in to fit in the cylinders in which 
they work. 


Knight in 


—_—__-_— 


ON FIRING ORDERS 


Why is it that the four cylinder en- 
zines always have a firing order of 
1-2-4-3 or 1-3-4-2%? Would it be possible 
to build an engine having a firing order 
1-2-3-4?—Lee L. Butterfield, 8315 Thir- 
teenth N. W., Seattle, Wash. 

HE reason for the firing order is 

that the four cylinder crankshaft is 
made with the No. 2 and No. 3 crank 
throws in one direction and the No. 1 
and No. 4 crank throws in the other 
direction. The four cylinder engine 
fires every 180 deg. For this reason 
after No. 1 has fired it is necessary to 
fire either No. 2 or No. 3 as the No. 4 
piston is at the bottom of the stroke 
the same time the No. 1 piston is at 
the bottom. Assuming we let the No. 2 
cylinder fire, we then have to consider 
what happens next. With No. 2 at the 
bottom of the stroke, we must fire 
either No. 3 or No. 4, but No. 3 is 
down along with No. 2. No. 4 and No. 1 
are up, but No. 1 has already fired, so 
there is nothing to do but have No. 4 
fire next, while the last cylinder must 
then be No. 3. As it is a simple matter 
to use any firing order that works, there 
is no reason to build a_ specially 
shaped shaft which would be expensive 
to manufacture. 
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Clearing Up Electrical Troubles 
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Lighting Plant Charges 
B Batteries 


Please advise how we can charge radio 
B wet batteries from a 32 volt 160 am- 
pere hour set of batteries which we use 
with a Deleo lighting plant. We want 
to know the best and most economical 
way of doing this. What seems to bother 
us most is how to cut down the amper- 
age to the proper charging rate. Also 
what is the correct rate for a 3144 am- 
pere hour B  battery?—L. C. Enfield, 
Osage Garage, Osage, Minn. 

E are showing two diagrams, one 

illustrating a permanent connection 
where two two-way switches are used 
so that throwing the switches will con- 
nect the battery either to the radio or 
to the charging circuit. The other 
diagram shows a simple method of con- 
necting the battery to the charging 
circuit, it having no reference to any 
radio set. The charging rate should 
be .1 to .15 amperes. With a dis- 
charged battery, assuming it is not 
sulphated, it is-permissible to have a 
little higher charging rate at first if it 
is cut down afterwards. Charging B 
batteries from a 32 volt source necessi- 
tates cutting the battery up into sec- 
tions of approximately 24 volts. With 
a 48 volt battery as illustrated this 
means cutting the battery in two sec- 
tions which are then charged in paral- 
lel. This is the way the batteries are 
being charged in both diagrams. The 
diagram showing the radio set and the 
two way switches is furnished through 
the courtesy of the Philadelphia Storage 
Battery Company. In this circuit it is 
recommended that one 40 watt 32 volt 
lamp be used for batteries type DX and 
DXO and that one 75 watt 32 volt lamp 
be used for battery type DHO. If some 
other make of battery is used it is 
possible to experiment and use either a 
40 or 75 watt lamp. If the 75 watt 
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Circuit for connecting to radio or 
charging line 
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Simple charging circuit connection 
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lamp tends to overheat the battery or 
to make it gas freely before the charg- 
ing current has been on very long then 
it would be better to use a smaller 
lamp. For a finish rate after the charge 
has been on for many hours it might 
be well to put in a 15 watt lamp. If 
a 40 watt lamp is not available two 15 
watt lamps could be used in the two 
sockets shown in the sketch. The same 
applies to a 75 watt lamp which could 
be duplicated as far as results are con- 
cerned by two 40 watt lamps. If the 
battery contains more than 48 volts it 
should be divided into sections of 12 
cells each or 24 volts each and these 
sections should be put in parallel. The 
more sections there are in parallel the 
larger the lamp size that can be used 
in the socket. 


_—-—— -—_ 


CURING A DOPED BATTERY 

I had an experience similar to that of 
D. C. Slick of Granite City, Illinois, as 
described in the March 3rd, 1927, issue 
of MOTOR AGE. I had a battery that 
would not hold its voltage and found 
that it had been filled with electrolyte 
that was too heavy and after it went 
into the plates it would run the voltage 
down. I recharged this battery several 
times and placed it on the line but each 
time it would lose its voltage. I placed 
it on the charging line and it would 
come up to 1245 but the voltage would 
soon go0 down after placing it in use. 
I finally poured out the electrolyte and 
filled the battery with distilled water, 
then placed it on the line and charged 
it over night at a rate of 2 amp. Then 
I poured out the resulting electrolyte 
and refilled with electrolyte of 1280 
specific gravity. Since then it has per- 
formed O.K,. and the car has operated 
four months without trouble.—Paul S. 
Byrom, Whitney, Tex. 


N° doubt the battery you refer to 
had been doped. Trick electrolyte 
which is sometimes sold under fancy 
names and at high prices is primarily 
strong sulphuric acid which gives a 
little extra kick out of the battery but 
at the expense of the plates. The 
method you use is necessary in driving 
out the extra acid. We believe how- 
ever, that sufficient charging should 
raise the electrolyte gravity above 1245, 
even above 1300. Had the gravity come 
up to more than 1300 it would be a 
sign that the plates had been doped. 
It is normal however for the gravity to 
come up to 1280 or 1300 when plates 
are fully charged. The scheme of 
charging with nothing but distilled 
water is one that should be used be- 
fore repairing an old battery. This 
puts the plates in good condition so 
that they are ready to be assembled 
again with new separators. 





Take the Magnets Off 
To Test Them 


Give some information on testing the 
magnets of a magneto used on stationary 
engines. Explain how you can tell 
whether they need recharging and how 
to tell when they are charged enough. 
D. W. Parsell, Parsell’s Garage, Hamil- 
ton, Ind. 

HERE is no very good way of test- 

ing the magnets while they are still 
on the magneto. Remagnetizing how- 
ever, is a very simple process if a good 
magnetizer is available and when a 
magneto is suspected of having weak 
magnets it is a good idea to recharge 
them. If you wish to test the mag- 
netic strength you can do it by means 
of a spring balance which is capable of 
registering 25 lbs. or over. Have a 
piece of soft iron about 4 in. by 1% in. 
by 6 in. to use as a keeper. When you 
have magnetized the magnets put the 
keeper on the end before removing the 
magnets from the magnetizer. Then 
use a piece of wire or strong cord to 
attach the center of the keeper to the 
spring balance and pull the magnet 
slowly and carefully to see at what 
point the keeper is pulled away from 
the magnet. 

The ordinary magneto magnet when 
properly magnetized will pull about 25 
lbs. before the keeper lets go. This 
test can of course be made when the 
magnet has been removed at which 
time the indication will probably be 
much lower. The ordinary magnetizer 
is used by connecting it to a battery 
and the magnets should be placed on 
the magnetizer and pulled off so that 
the ends of the magnets come off last. 
This action should be repeated with 
magnets continually dropped on the 
magnetizer and pulled off with the ends 
coming off last, the last time, of course, 
with keeper being applied just as the 
ends are withdrawn. The keeper should 
be kept on until the magnet is put in 
place on the magneto so that at no time 
is the magnet without a keeper of some 
sort. When in place on the magneto 
the armature and field poles act as a 
keeper. 


—_—---—— 


BATTERY VOLTAGE WHEN 
STARTING 
What is the normal voltage of the bat- 
tery when the starter is turning the en- 
gine on a Ford car, assuming the battery 
is fully charged and the engine is not 
tight.—A Reader. 
HE voltage should be very close to 
Six. 
Should there be any loss of voltage 


or drop in the cables connecting to the 
starter? 


Yes, the drop may be .2 to .3 volts. 
There will probably be more of this 
voltage drop at the terminals and con- 
nections: than in the cable itself. 
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Cone Clutch Running 
In Oil 


We have in the shop a Rickenbacker 
1922 model, which has a cone clutch 
running in oil. This has always given 
trouble and we would like to change it 
to a dry plate dise clutch, if such a 
clutch could be installed.—Frank J. Cal- 
lahan, 14 Adam St., Pittsfield, Mass, 


* understand that this cone clutch 
W:; very satisfactory if properly 
taken care of. We also have no specific 
information on installing a _ different 
type clutch. This could of course be 
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Rickenbacker clutch 


done but would require special flywheel 
and a lot of special mechanical work. 
The pilot bearing is the most important 
feature of this Rickenbacker cone 
clutch. Sometimes mechanics will find 
it difficult to remove and will leave it 
in thinking it is o. k. In other cases 
the wrong type bearing is putin. The 
left portion of the illustration shows a 


sectional view of the clutch and the 
right portion shows a detail of the 
bearings. The inner race should ex- 


tend out from the outer race as shown 
by dimension A. The part marked B 
is the disc which takes the thrust of the 
spring. If the dimension A is zero so 
that the inner race lines up with the 
outer race there is danger of disc B 
rubbing and causing the clutch to drag. 
This clutch which runs in a bath of 
oil should be cleaned out at six month 
intervals. It should then be flushed out 
with kerosene. To do this remove the 
plug in the bottom of the housing and 
remove the pipe plug in top of flywheel 
housing just above the starting motor 
pinion. Pour in about three pints of 
kerosene. Jack up one rear wheel so 
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that it is free from the ground then 
start the engine and shift transmission 
gears into first speed, allow the clutch 
to engage and turn the free wheel. By 


alternating letting the clutch in and 
out for a few times all the sediment 


around the clutch will be worked loose 
and can be removed at the bottom by 


removing the plug. Refill with two 
quarts of light machine oil. If the 


clutch has a tendency to slip in cold 
weather thin the oil with about a pint 
of kerosene. Make an occasional in- 
spection of the clutch by removing in- 
spection hole plug and see that there is 
sufficient oil by measuring with a stick. 
Never allow the clutch to run entirely 
dry. 
JORDAN CARBURETOR 
ADJUSTMENTS 


Give instructions and diagram “for 
adjusting carburetor on a 1922 Jordan. 
—Roy’s Garage, 1548 Thirteenth St., 


Milwaukee, Wis. 


N the illustration A shows the idling 

adjustment. This operates on the 
air. It is turned out with engine idling 
until the engine slows down. It is 
then turned in, notch at a time, until 
engine idles smoothly. The high speed 
adjusting screw is marked B. To make 
the proper high speed adjustment the 
throttle lever on the steering wheel 
should be set to give a speed equivalent 
to 25 miles an hour. The screw B is 


then turned down to the point that 
gives the greatest engine speed. This 
gives a good average adjustment. Two 


or three notches to the right may give 
best economy for continuous driving or 
touring while two or three notches to 
the left may be best for short runs in 
cold weather. ‘All adjustments should 
be made when engine is thoroughly 
warmed up. 


———_ 


Two Cycle Engine 
Characteristics 


I would like you to explain in MOTOR 
AGE a two stroke cycle engine used in 
motor boats. What kind of oiling sys- 
tem is used? Do the connecting rods dip 
in oil? Why is this engine more suit- 
able than the four stroke cycle engine 
for marine work?—R, O. Salyens, Hanna, 
Wyo. 

OW cost is the chief reason for the 

use of the two stroke cycle engine 
in motor boat work. However, you will 
find that in more expensive boats and 
where two or four or more cylinders 
are used that the four stroke cycle, as 
used in automobile work is commonly 
employed. In the two stroke cycle 
engine there is no need of a camshaft 
and no valve required as the motion of 
the piston opens the intake and ex- 
haust ports. The simpler type of two 
cycle engine draws fuel into the crank- 
case and compresses it in the crank- 
case. With this system it is usually 
customary to mix a certain amount of 
lubricating oil with the gasoline, so 
that the gasoline vapor in going into 
the crankcase lubricates the piston, 
cylinder walls and bearings. In some 
cases additional oilers are provided with 
oil cups which feed a certain amount 
of lubricant to the bearings. When 
the piston goes down on the explosion 
stroke it compresses the mixture in the 
crankcase. At the bottom of the ex- 
plosion stroke the motion of the piston 
opens the exhaust ports so that the dead 
gas can go out. Further motion of the 
piston opens the inlet port and the 
compressed gas in the crankcase can 
then flow in. As the piston goes up it 
compresses this gas and the mixture is 
fired at the top of the stroke. 





Carburetor adjustments oi 1922 Jordan 





No. 5 Heavy Duty Universal Grinder 


NEW cutting and tool grinding ma- 

chine with power feed, which may 
be arranged for either wet or dry grind- 
ing is being manufactured by Gallmeyer 
& Livingston Co., Grand Rapids, Mich. 
This machine can be operated from 
front or rear. Transverse, vertical and 
longitudinal movements can be made 
from either position. The net weight 
of the machine with standard equip- 
ment motor drive and without counter- 
shaft is 2000 pounds. The machine 
may be had with either belt drive or 
self-contained motor drive. In the mo- 
tor drive machine a 1% hp. motor is 
mounted in the base and belted to the 
grinding wheel spindle over two sets 
of ball bearing idler pulleys. Two spin- 
dle speeds are provided. A ¥% hp. 
motor built into the headstock provides 
for revolving the work. 





Kellogg Rapid Lubricator 


ye gpd lubricating gun operating by 
compressed air is offered by the 
Kellogg Manufacturing Co., Rochester, 
N. Y. In operation a compressed air 
line is connected to the fitting under 
the pistol grip handle. The gun nozzle 
is connected to the lubrication fitting 
on the car and the trigger on the handle 
of the gun is operated with the thumb. 
Slight pressure of the thumb actuates 
the compressed air booster pump in the 
gun chamber and forces grease to the 
point of lubrication. Releasing the 
trigger allows the automatic booster to 
refill with grease. It is said that an 
air pressure of 100 Ibs. per square inch 
builds up 4,500 lbs. of pressure at the 
point of lubrication. The gun will hold 
about two pounds of grease. The list 
price, including all attachments, is $40. 


NEW ITEMS FOR SHOP PROFITS 


Lincoln Arc Welding Machine 


NEW Automatic carbon are welding 

machine, which will weld circular 
seams up to 12 inches in diameter, is 
being manufactured by the Lincoln 
Electric Co., Cleveland, O. With this 
machine the piece on which the welding 
is being done may be partially or 
wholly immersed in water during the 
welding operation. This novel cooling 
arrangement was developed to meet the 
requirements of highgrade steels on 
which the heat disturbance due to ap- 
plication of welding heat must be re- 
duced to a minimum. 
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| Lincoln arc welding ma- Hisey enclosed spindle 


grinder and buffer 












Bonney Socket Wrench Set 


HE new Bonney No. R set placed 

on the market by the Bonney Forge 
& Tool Works, Allentown, Pa., consists 
of ten chrome vanadium hexagon sock- 
ets from 7/16 inch to % inch and the 
following chrome vanadium handles: 
solid offset handle, offset ratchet han- 
dle, sliding T handle, solid T handle, 
6 ins. long, solid T handle 12 ins. long, 
2 brace or speeder type handles (one 
long and one short), a 5 in. exten- 
sion and 10 in. extension and universal 
joint. This outfit is packed in an 
enamel carrying case with leather 
handle and retails at $27.50. AS 
usual these Bonney wrenches are 
guaranteed to be stronger than the nut 
and bolt which they fit. 





Woster Uniform Electric Valve Grinder 
HE Woster uniform electric valve 
grinder is made by the Worcester 

Electric Supply Co., Worcester, Mass. 
This tool is designed to operate from an 
ordinary 6-volt storage battery, drawing 
2% to 3 amperes. It operates with an 
oscillating motion and is said not to 
chatter. It is equipped with a ball 
bearing chuck and a universal bit which 
may be used in four positions, taking 
care of nearly all makes of cars. The 
price is $8.50 in the United States and 
$10.50 in Canada. 


me ee 


New Model Hisey Grinding and 
Buifing Machines 


MONG the new models of grinding 

and buffing machines made by the 
Hisey-Wolf Machine Co., Cincinnati, O., 
are the open type spindle machine de- 
signed especially for close corner work 
and the machine equipped with encased 
type spindle extension which is recom- 
mended for heavy duty buffing, polishing 
and scratch brush work. These two 
machines are illustrated on this page. 
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Hisey open spindle grinder and 
buffer 
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AT HOME AND ACROSS THE SEA 
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A NEW EDUCATIONAL BUS built and operated by the Timken-Detroit Axle 
Co., is making a tour of the United States in the interest of the Timken axles. 
The interior is a movie theatre seating 40 persons, 20 of which use emergency 
seats. The axle displays disappear into cabinets and the educational film requires 
an hour to tell its story of Timken-Detroit progress and achievement. H. C. 
Maddox and H. E. Larson are in charge of the bus and travel with it 








WEAVER INVADES HOL- 
LAND. The truck of Stokvis 
& Zonen may be seen on the 
streets of Rotterdam most any 
day and demonstrates that 
some of our manufacturers are 
- going after export business 





A DEVICE EMPLOYING LIGHT BEAMS | 

is used in the Oakland factory to balance - 

crankshafts against vibration. As _ the : 

crankshaft spins in the machine the beam 

reveals the exact point where the opera- 

tor, by grinding judiciously, may eliminate 
the vibration 







JAPANESE SALES- 
MEN OF MOON- 
DIANA cars in Tokio 
lined up in front of 
the Meiji Museum. 
Note the guards on the 
wheels to keep Nippon 
girls from having be- 
spattered stockings 
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Vellumoid Gasket Merchandiser 


T O help dealers sell automobile engine 


oil pan gaskets the Vellumoid Co., 
Boston, Mass., has designed an at- 
tractive all steel cabinet with 10 


drawers which will hold up to 300 sets 
of gaskets for 30 different makes of 
engines. This makes it possible to 
service a wide variety of cars with a 
minimum of storage space. This 
cabinet is attractive enough that it may 
be placed on the counter where it will 


call the attention of the customer to 
the gaskets that it contains. The 
orderly and compact arrangement 
makes it possible for the salesman to 
quickly find the particular type of 
gasket called for. To the dealer who 
purchases a complete stock of gaskets 


for this cabinet at the price of $91.60, 
the cabinet is loaned free. . 


Crescent Tool Display 


A NOVEL idea for displaying Crescent 
. hand tools in show windows or on 


dealers’ counters has been developed 
by the Crescent Tool Co., of James- 
town, N. Y. The cardboard cutout rep- 


resenting a mechanic is equipped with 
an easel back which is notched to 
receive a tool, which, when placed 
correctly, appears to be thrown over the 
shoulder of the mechanic. 


Athea Radiator Ornament 


6 Beane new ornament for radiator caps 

called ATHEA, “the guiding spirit of 
the motorist,” is being produced by the 
Milwaukee Specialties Co., Milwaukee, 
Wis. This is a winged figure made of 
solid bronze with nickel finish and fits 
any radiator cap. It can be used with 
or without motometer. Price is $2.50. 


NEW ACCESSORIES TO SELL 


*aralite Road Light 


owe bullet shaped road light known 
as No. 90 Paralite is announced by 
the Delta Electric Co., Marion, Ind. 
This light uses the patented Paraflex 
reflector-lens unit. The reflector-lens 
is so designed as to concentrate the 
light intensity into the crown at top 
side, which is the portion of the beam 
traveling farthest down the road. This 
light is controlled by the same mechan- 
ism as the regular No. 70 drum type 
Paralite road light. Price in United 
States $3.50, in Canada $5. 





























Bellevue 


combination trunk, tire 


and bumperettes 
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Paralite roadlite No. 90 





Bellevue Trunk Outfits 


COMBINATION, which includes 
4 trunk, spare tire carrier, trunk 
carrier and bumperettes, is being 


offered by the Bellevue Mfg. Co., Belle- 
vue, O. All these devices are firmly 
joined together in one unit making it 
impossible for them to work loose and 
rattle. The trunk provides large carry- 
ing space. These units may be had in 
various sizes for practically all makes 
and models of passenger cars for from 
$40 to $55. 


Piston Rings in Sets 


A* a new convenience for dealers and 
4 rarages in the purchase and sale 
of piston rings, the American Ham- 
mered Piston Ring Co., Baltimore, Md., 
has brought out packages containing 
complete sets of rings for either the 
Ford or Chevrolet car in standard size 
or oversize. The package contains eight 
compression rings and four oil gov- 
erning rings of the size desired and the 
price is $1.95. 
Ever-Easy Cushion 
NEW automobile seat cushion called, 
‘“‘Ever-Easy”’ is being manufactured 
by the Motor City Spring Co. of Detroit, 
Mich. It is made in a variety of leather 
and upholstery finishes to match the 
interior of any car. Owing to the fact 
that it contains highgrade coil springs, 
it responds readily to any pressure and 
resumes its shape immediately, prevent- 
ing packing. 
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Bonney Miniature Wrench Set 


NEW set of miniature chrome 

vanadium wrenches has just been 
announced by the Bonney Forge & Tool 
Works, Allentown, Pa. A neat leather- 
ette roll contains five small double end 
wrenches with ten openings from 3/16 
inch to 15/32 inch. The list price is 
$3.35. 





Bonney miniature 
wrench set 





Ever-Ease cushion 
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OUTPUT for MARCH IN U. 8S. 386,721 





First Quarter 158,084 
Behind Period Year Ago 





Government Counts 341,665 
Cars and 45,056 Trucks 
for Last Month 





WASHINGTON, April 23.—March pro- 
duction of motor vehicles in the United 
States, based on factory sales, was 386,- 


721, of which 341,665 were passenger 
cars and 45,056 were trucks, as com- 


pared with 298,750 passenger cars and 
trucks in February and 422,728 in 
March, 1926, it was announced here this 
week by the U. S. Department of Com- 
merce. 

These are revised totals, 
corrections made by several 
turers. Total production for 
quarter of 1927 was 919,687, 
158,084 less thatthe total 
quarter of 1926. 

The figures are based on reports from 
158 manufacturers, of whom 53 make 
passenger cars, 123 make trucks and 
18 make both passenger cars and trucks. 
Reports for earlier months included 93 
additional manufacturers now out of 
business, while March data for 24 small 
firms, mostly truck manufacturers, were 
not received in time for inclusion. 

The figures for 


containing 
manufac- 
the first 
which was 
for the first 


passenger cars in- 
clude taxicabs and those for trucks 
include ambulances, funeral cars, fire 


apparatus, street sweepers and buses. 
Canadian figures for March are not yet 
available. 
Finish 8,000-Mile Air Trip 

DETROIT, April 23.—Ross W. Judson, 
president of Continental Motors Corp., 
W. R. Angell, executive vice president 
and Harry D. Kline, advertising man- 
ager, have returned from an 8,000-mile 
trip to the Pacific coast in the large 
Fokker monoplane owned by the cor- 
poration. The westward trip required 
one week, with 32 hours as the actual 
flying time. Moving picture cameras 
and other equipments were used in 
making a record of the trip. The party 
stopped from time to time to view many 
points of interest and to transact busi- 
ness matters. No trouble was en- 
countered, Mr. Angell says, who added 
that the opinion of those who made the 
trip is that it will not be long before 
such air-liners as that used will be in 
regular service between the eastern and 
western sections of the nation before 
very long. 

Iowa Boosts Gas Tax 

DES MOINES, Ia., April 23.—The 
Iowa general assembly, stopping its 
clock three days, while both house and 
senate engaged in ‘befuddling debates, 
finally adopted the three-cent gasoline 
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U. S. Production 


First Quarter of 1927 





1927 Cars Trucks Total 
Jan. 196,973 31,243 234,216 
Feb. 260.632 38,118 298.750 
Mar. 341,665 45.056 386.721 
Total 3 

months 799,270 120,417 919,687 


First Quarter of 1926 


1926 Cars Trucks Total 
Jan. 272,922 27.690 300.612 
Feb. 319,763 34,668 354,431 
Mar. 


081,116 41,612 422,728 


- —_— _ 


Total 3 


months 973.801 103.970 1.077.771 




















which has been 


John 


tax Dill, 
Governor 


signed by 
Hamill and becomes 
effective July 4. Iowa has formerly 
levied a two cent gasoline tax. Oppo- 
nents of the measure are threatening 
court proceedings to settle constitu- 
tionality of the proceedings. 


Using Windsor Plan 

DETROIT, April Chattanooga, 
Indianapolis, Louisville and Elmira are 
the latest larger American cities to 
adopt the Windsor Plan of merchandis- 
ing used cars and dealers of St. Paul 
are seriously considering it, according 
to Floyd A. Allen of General Motors 
Corp. The plan has been adopted in 
practically every big city in Canada and 
has spread in recent months to a num- 
ber of American cities. 


59 
Pat) Pe 


King Leaves Goodyear 
AKRON, O., April 25.—Resignation of 
Lucien L. King, for 15 years advertising 
manager of the Goodyear Tire & Rub- 


ber Co., has been announced, effective 
May 1. Mr. King joined Goodyear in 
1911. He plans to enter the outdoor 


advertising business. 


Willys-Overland Output-- 
For Quarter 56,564 Cars 





Production 23.8 Per Cent 
Above 1926 Period and 
Profit Much Larger 





TOLEDO, 
earnings 


April 23. 
for the first 


rr OF00 _ 
$2 S58. 806.57 


Willys-Overland 
quarter of 1927 
after all current 
charges including interest, depreciation, 
local and before Federal taxes, 
an increase of 91.2 per cent over the 
same period for 1926 in which earnings 
were $1,233,826. This is equivalent to 
Sl cents per common 


were 


taxes 


share after pre- 
ferred dividends, as compared with 36 
cents for the first quarter last year. 

Production for the first quarter was 
26,564 cars, a gain of 23.8 per cent over 
the first quarter last year. April pro- 
duction and sales to date are approxi- 
mately equal to the entire month of 
April, 1926, which totaled 19,361 cars. 
The present schedule for the month 
will establish a new record, says an 
official statement. 

Shipments for March were third larg- 
est in the history of the company. 
President John N. Willys stated sales 
conditions in every part of the country 
continue to point to a highly 
tory year. 


satisfac- 


Set New High for Two Weeks 


DETROIT, April 23.—A new retail 
sales record for Hudson-Essex cars 


was set up during the first two weeks 
of April when buyers’ purchased 
18,700 units, eclipsing any previous two 
weeks in the company’s history. The 
Hudson Motor Car Co. is now producing 


cars at the rate of 35,000 to 40,000 a 
month to meet the demand. Of this 
number approximately 5,000 are sent 


overseas. 




















Price Changes and New Models in Prices and 
Weights Tables for Moror AGE, April 28 
Make Model Body Style Old Price New Price 
Diana St. 8 Roadster $1795 $1645 
Diana St. 8 Palm Beach Roadster 1995 1795 
Diana St. 8 DeLuxe Brougham 1995 1695 
Diana St. 8 DeLuxe Sedan 2195 1995 
Diana St. 8 Cabriolet 2095 1995 
Dodge Brothers Convertible Coupe New Model 995 4] 
Pierce Arrow 80 Runabout $2895 2495 
Pierce Arrow 80 Brougham 2995 2495 
Pierce Arrow 80 Standard Sedan 3250 2895 
Pierce Arrow 80 Coupe 3695 3250 
Studebaker Big Six 2p Commander Coupe New Model 1545 
Studebaker Big Six 4p Commander Coupe New Model 1645 
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Stock Car Races Will Be 


Year’s Speedway Feature 


Number of Important Tests 
Under A.A.A. Sanction 
On Summer Slate 





WASHINGTON, April 23.—A _ great 
revival of stock racing, now under way, 
this summer promises to become one 
of the outstanding features of the auto- 
motive business and to guarantee the 
safety of speedways which now are 
threatened with financial failure, it was 
announced this week by Val Haresnape, 
secretary of the contest board of the 
American Automobile Association. 

A movement for the strict control of 
stock car testing and racing, to be con- 
fined exclusively to strictly stock mod- 
els, is gaining headway throughout the 
nation and a number of important 
events of this type are being planned 
under the sanction of the contest board, 
Mr. Haresnape said. 

One of the first of the general events 
will be a 75 mile eastern stock car 
championship for cars of Class B, 
Divisions 4 and 5, at the Atlantic City 
Speedway, May 7, 1927, for the perma- 
nent possession of the Atlantic City 
Speedway Stock Car Trophy and cash 
prizes. A preliminary contest will be 
held on the same track prior to the 
races. On June 12 a 50-mile prelimi- 
nary dirt track event will be held on 
the Altoona Speedway. 


Stevens Spurs Interest 


Strong incentive to the stock car rac- 
ing movement has been given by Samuel 
Stevens, banker and automobile enthu- 
siast of Rome, N. Y., who has just offered 
a $500 challenge trophy, known as the 
Stevens Trophy, to be contested for by 
strictly stock closed cars on the Indian- 
apolis Speedway exclusively. 

The trophy is to go to the first car 
establishing a 60 mile per hour average 
for 24 hours on the Indianapolis brick 
track. Any car bettering this mark in 
the future will win possession of the 
cup. 

In connection with the stock car 
movement, Mr. Haresnape announced, 
leading American manufacturers are 
applying for certified record tests of 
stock cars under sanction of the con- 
test board. 

The Overland Whippet test, conducted 
in November and December, 1926, was 
the birth of the certified stock car test 
system, Mr. Haresnape said. Since then 
speed tests of the Auburn and Stude- 
baker have been held under the sanc- 
tion of the board. 

Applications have been received for 
a general certified test of the Chrysler, 
a new official test of the new Duesen- 
berg, and a speed test of the Whippet 6, 
Mr. Haresnape announced. 

The stock car racing revival is 
expected to have four immediately 
beneficial effects: 1—Stimulation of en- 
gineering competition in design and ma- 
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terials; 2—giving the car owner a posi- 
tive check on the claims of performance 
advanced by manufacturers and deal- 
ers; 3—putting the car manufacturers 
financially behind the automobile rac- 
ing game from which they have mate- 
rially benefited in countless ways, and, 
4—-putting the speedways back on a 
paying basis. 


New York Sets Sales Record 


NEW YORK, April 25.—March sales 
of new cars in the Metropolitan district, 
including Greater New York and five 
nearby counties, set a new record for 
the month, according to Sherlock & 
Arnold’s figures. Total sales were 13,- 
039 against 5105 in February and 12,- 
290 in March, 1926, all price classes 
contributing to the gain. 





Hart Acting Sales Manager 


SPRINGFIELD, O., April 25.—Phil 
Hart, who has been identified with the 
Kelly-Springfield Motor Truck and Bus, 
Inc., has been appointed acting sales 
manager, filling the post formerly oc- 
cupied by C. G. McDonaugh, who has 
resigned as director of sales. 





Pierce Officers Re-elected 


BUFFALO, April 23.—Stockholders of 
the Pierce-Arrow Motor Car Co. re- 
elected all directors excepting Walter 
P. Cooke, who was succeeded by Wil- 
liam R. Huntley. The directors then 
re-elected the following officers: Presi- 
dent, Myron E. Forbes; treasurer, S. O. 
Fellows; secretary, E. C. Pearson; 
chairman of the board, Charles Clifton. 

The directors re-elected were: 
Charles Clifton, Myron E. Forbes, 
Joseph G. Dudley, Lewis G. Harriman, 
E. H. Letchworth, Roland L. O’Brien, 
George F. Rand, A. W. Sawyer, Albert 
D. Sikes, Gorhard M. Dahl, John C. Jay, 
Albert Strauss, Carl J. Schmidlapp, 
Lester Watson. 


20,000 More Miles for Under $100 


HASTING, Neb., April 23.—Address- 
ing a group of more than 90 automotive 
merchants at an Automotive Equipment 
Association meeting here E. J. Ashton, 
special representatives of the asso- 
ciation, declared it is possible for 20,- 
000 or more additional miles to be built 
into an automobile in a day’s time at 
an average cost of less than $100 to 
the owner. Mr. Ashton dealt with effec- 
tive methods of selling maintenance. 
He said thinking people are quick to 
recognize the fact that reconditioning 
or rebuilding their old cars means low 
cost per miles. The tendency, he said, 
is to get away from trading in the old 
car on a new one, and rather not only 
buy a new vehicle but also have the 
old one reconditioned so as to put the 
family in the two-car class. He urged 
proper advertising of service and ac- 
cessories. 

M. J. Murphy, of Wm. M. Dutton & 
Sons Co., was chairman of the meeting, 
details of which were arranged by the 
G. A. Roth Mfg. Co., Wm. M. Dutton & 
Sons Co., and Frank Rose Mfg. Co., all 
local A. E. A. members. 


Market for Parts Hardly 
Scratched, Says Duggan 





Merchandising Director of 
N.S.P.A. Is Speaker at 
Chicago Meeting 


CHICAGO, April 23.—The merchan- 
dising program of the National Stand- 
ard Parts Association was explained to 
Chicago district parts makers and 
wholesalers at a meeting at Hotel Sher- 
man, Tuesday night, by Tom Duggan, 
merchandising director of the associa- 
tion. Since his appointment a few 
weeks ago Mr. Duggan has been hold- 
ing meetings of parts wholesalers and 
automotive dealers on the Pacific Coast 
and in the western section of the United 
States. He is now planning to conduct 
a series of dealer meetings in Chicago 
and other midwestern cities. 

Present at the Chicago meeting were: 
W. C. Stettinius, president National 
Standard Parts Association; E. P. Chal- 
fant, executive vice-president, and a 
number of directors. 

Mr. Duggan said that in his travels 
he has found the parts industry in a 
rather sick condition in some sections, 
especially in the far northwest. He has 
found that many parts jobbers are not 
making money due largely to price cut- 
ting and other unhealthy competitive 
conditions. 


Vast Potential Market 


Mr. Duggan pointed out the vast po- 
tential market for automotive parts and 
maintenance service and said the field 
has hardly been scratched. By means 
of charts he showed that parts sales in 
1926 amounted to $655,000,000 and 
service labor sales amounted to $910,- 
000,000. He said the proportion of 
maintenance service done by the inde- 
pendent shops has decreased from 65 
per cent in 1923 to 59 per cent in 1926 
and declared that the parts wholesalers 
and independent service men must do 
something to maintain their position in 
the industry. He called attention to the 
greater effort being put forth by car 
manufacturers and distributors to in- 
crease and make more profitable the 
parts and service sales of car dealers. 





Complete Kelsey-Hayes Merger 
DETROIT, April 25.—Negotiations to 
merge the Kelsey Wheel Co. and the 
Hayes Wheel Co., two of the largest 
wheel producers in the industry, have 
been completed as a result of action 
taken Saturday night by the board of 
directors of the Hayes Wheel Co. The 
new company will be known as the 
Kelsey-Hayes Wheel Corp. The new 
organization will buy all of the eommon 
stock of the Hayes Co. About $3,000,000 
will be paid out and 96,522 shares of new 
stock will be issued. The new organiza- 
tion will be functioning by the latter 
part of June, according to C. B. Hayes, 

president of the Hayes organization. 


Motor Age 









asclUC“ hi] OC i ll lC lll ee CO 


~~ —_ ~~ ee ee floes 


a -~ 


~~ ce rm 45 & 


> ia a nn” Th nll on nee | =~ - #F 


a 


Record Levels Neared by 
Parts-Accessory Plants 


Service Equipment Group of 
M.& A.M.A. Hit New 
Heights in March 





NEW YORK, April 25.—Manufactur- 
ers of automotive parts and accessories 
are operating at close to the highest 
levels on record, the March index of 
all groups in the Motor and Accessories 
Manufacturers’ Association standing at 
181, a figure that has been exceeded only 
once. In October, 1925, the index rose 
to 188. The service equipment group, 
however, made a new record in March. 

While the industry made substantial 
gains in January and February, over the 
low production records of the final 
quarter of last year, the upward trend 
in March was even more marked, and 
it was indicated that April business 
would be still larger according to the 
M. & A. M. A. 

Original equipment makers were on a 
particularly high level in March, the 
index for this group standing at 195 
against 158 in February, 182 in March 
last year and 214 in October, 1925, the 
peak for that division. 

In shipments to the wholesale and 
retail trade, the March figure for the 
replacement parts makers was 120 
against 100 in February and 146 in 
March last year. Accessory makers 
reached a figure of 135 against 93 and 
167, respectively, for the previous pe- 
riods. Figures for the service equip- 
ment makers were 210 against 155 and 
205. The previous high month was 
April of last year, when the index stood 
at 208. 

Informal reports to the M. & A. M. A. 
indicated that April sales were proceed- 
ing in most cases on a basis fairly equal 
with March and in the case of some 
companies were running far ahead. 
Original equipment makers were still 
operating their plants close to capacity 
to supply the needs of heavy car and 
truck production. 


—_—-—--  — 


Hudson Earnings Gain 


DETROIT, April 23.—Hudson Motor 
Car Co. reports net income of $4,026,515 
after all charges and taxes for the first 
quarter of 1927. This is equal to $2.52 
a share on the 1,596,660 shares of no par 
stock. In 1926 the report covered the 
three months to Feb. 28 and showed a 
net income of $2,746,023 after the same 
charges, equal to $2.06 a share on the 
outstanding stock. The fiscal year has 
been changed to end on Dec. 31. 

The increase in earnings totals 
$1,280,492 or 46.63 per cent. To some 
extent the 1927 earnings were held low 
by the fact that the company was get- 
ting into production on its new cars in 
January and that output in that month 
was considerably below that of Feb- 
ruary and March. Capacity output was 
reached in March. 


April 28, 1927 


Heavier Buying in Eastern Regions 

NEW YORK, April 27.—Automotive 
sales are fairly satisfactory in most 
parts of the country but the eastern 
manufacturing districts are taking a 
larger proportion of the new cars than 
they did last year. Business in the 
middle western and southern agricul- 
tural regions has been below the 1926 
level, and it is feared that flood condi- 
tions will act as a deterrent, although 
experience has tended to show that un- 
favorable factors of this character are 
localized in effect to the districts imme- 
diately concerned. 

Scrapping of old cars is proceeding at 
a rapid rate, and indications are that 
the number of vehicles thus removed 
from the registration lists will exceed 
this year the mark of over two millions 
reached in 1926. It is estimated that 
in 1927 approximately 75 cars will be 
removed from service for every 100 new 
ones sold. 


Timken Officers Re-elected 


DETROIT, April 23.—All the present 
officers of the Timken Roller Bearing 
Co. were re-elected for the coming year 
at the annual meeting which was held 
at the company’s main plant in Canton, 
Ohio, this week. Besides the election 
routine business was also taken up at 
the meeting. 

Officers of the company are: President, 
H. H. Timken; vice-presidents, W. R. 
Timken, John G. Obermier, Marcus T. 
Lothrop, H. J. Porter and T. V. Buck- 
walter; secretary and treasurer, J. F. 
Strough; assistant secretary, W. A. 
Brooks. Directors are H. H. Timken, 
W. R. Timken, Marcus T. Lothrop, 
John G. Obermier and J. F. Strough. 


— 


Velie Shipments Going Strong 


MOLINE, IIll., April 23.—Merchandis- 
ing plans for the rest of the year were 
discussed by district sales representa- 
tives of the Velie Motors Corp. at a 
recent meeting here. All present at the 
gathering expressed optimistic opinions 
regarding the year for the industry 
generaliy and especially for Velie. 
L. F. Murphy, general sales manager, 
predicted a record year for Velie. 
January shipments by Velie were 33 per 
cent ahead of January a year ago; Feb- 
ruary shipments were 61 per cent ahead 
of February last year and March ship- 
ments showed an increase over March, 
1926, of 47 per cent, Mr. Murphy said. 
He also looks for an April increase 
comparable with these earlier show- 
ings. 


—_--+--— 


Jordan Bruised in Car Mishap 


CLEVELAND, April 23.—Edward S. 
Jordan, president of the Jordan Motor 
Car Co. and Robert Leitch, president of 
the Paterson-Leitch Co., were bruised 
and shaken up when the car in which 
they were riding in Cleveland Heights, 
skidded into a pole. The two men and 
the driver of the car, none seriously 
hurt, were taken to Mt. Sinai hospital 
and later to their homes. 


Fire Destroys Big Paint 
Plant of Briggs Company 





Disaster Will Not Affect 
Production, Declares 
President French 





DETROIT, April 23.—The Briggs 
Manufacturing Co. which suffered a loss 
of several million dollars in a fire, 
Saturday, which injured and killed a 
number of employes, has issued a notice 
for all of the plant’s workers to report 
for duty, Monday morning. The fire 
was caused by an explosion in the 
lacquer department on the third floor 
of the large five story plant at 
Harper avenue and Russell street. 

President John H. French has issued 
a statement that production which was 
ordinarily taken care of in the destroyed 
factory, will be absorbed by other 
Briggs plants here and that production 
schedules of motor car manufacturers 
to whom the Briggs company furnishes 
bodies will be unaffected. 

The paint shop building, which was 
known as the new plant, was built in 
1923. It was five stories high’ and a 
block long. All walls of the plant, ex- 
cept a small section holding a water 
tower, collapsed. Firemen soon realized 
that there was little chance of saving 
the factory and devoted their attention 
to directing scores of streams of water 
on the older Briggs building, known as 
the main plant, and the American Car 
and Foundry Co. factory across the 
street,,as well as other plants in the 
neighborhood, all of which were saved. 

The cause of the explosion has not 
yet been determined although it has 
been suggested that even the breaking 
of a lighted incandescent bulb would 
be sufficient to ignite the highly in- 
flammable lacquer fumes. According to 
President John L. French, all employes 
who worked in the lacquering depart- 
ment were always given explicit in- 
struction to use every precaution in 
handling the material because of its 
danger. 


—_—_—_ -—— 


Buy Mufiler Business 


CLEVELAND, April 23.—The auto- 
mobile muffler division of the AC Spark 
Plug Co., of Flint, and the Gray-Hawley 
Mfe. Co., of Detroit, have been pur- 
chased by the Geometric Stamping Co., 
of Cleveland, according to Dave R. 
Jones, president of the latter company. 
The plant will be moved to Cleveland 
and begin operations June l. 

The product to be manufactured here 
will be known as the G-G muffler, being 
named for its inventor, Emmet P. Gray 
and the Geometric Company. The pur- 
chase includes license to manufacture 
the Gray-Hawley muffler. 

Dave R. Jones is president and gen- 
eral manager of the company; George 
W. Jones, secretary-treasurer, and 
Joseph P. Busher, vice-president. Em- 
met P. Gray will be consulting engineer. 
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Trend, Toward Cars of 
Higher Price in Mexico 





Preference for U. S. Makes 
Noted in Report from 
Country’s Capital 





LAREDO, Texas, April 25.—Mexican 
purchasers of American automobiles are 
buying higher priced cars and trucks 
this year than in the past. This is 
shown by a check of the shipments 
passing through this port of entry dur- 
ing the past 30 days. In the past month 
83 carloads of American automobiles, 
totaling 525 cars, passed through here 
for Mexican points. The value of these 
cars ranged from $1200 to $5000 and 
higher. 

Last year, and as for that, all other 
years, the cars sent into Mexico were 
mostly of the lower priced variety, both 
for personal and commercial use. Bet- 
ter financial conditions in the country 
probably caused the change from the 
low priced cars to those in higher price 
brackets. There still are many low 
priced cars moving into Mexico, how- 
ever. 

A recent report from Mexico City 
said there had been a decided increase 
in importation of American cars and a 
considerable slump in the buying of 
cars made in England. There was also 
a slump in French-made automobiles 
This report said the buying tendency 
clearly indicated Mexicans prefer Amer- 
ican cars to t’ ose of other countries. 

The heaviest exportation of cars into 
Mexico is made each year soon after 
the new American modéls are an- 
nounced. During the first three months 
of the present year shipments of Ameri- 
can automobiles into Mexico were con- 
siderably above that of the previous 
year here and at Brownsville, Del Rio 
and El Paso. A good many of the new 
models of American made cars moved 
into Mexico through California. 


_— —-—-—_» 


Blum Signs 22 Dealers 

KANSAS CITY, April 25.—Frank 
Blum, recently appointed distributor in 
the Kansas City territory of the Moon- 
Diana lines, has signed up 22 new deal- 
ers. Among these are the Heilman 
Motor Co., Columbus, Kas.;: the Crockett 
Motor Co., Winfield, Kas., and the Simp- 
son Motor Co., Wichita, Kas. Seven of 
the new dealers are in Western Mis- 
souri. Mr. Blum sold Moon cars here 
in 1923 and 1924. 


_— ----_ 


Lets 16-Year-Olds Drive 

HARTFORD, Conn., April 25.—Gover- 
nor John H. Trumbull of Connecticut 
has signed the new law which will per- 
mit a 16-year-old person to secure, with 
parental consent, an operator’s license 
to drive. The state motor vehicle de- 
partment has received numerous ap- 
plications from this class of drivers and 
special forms are to be provided for 
them. 
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Has Falcon Franchise for 
Kansas City Zone 





W. P. Hemphill 

W. P. Hemphill, president of 
the Hemphill Motor Company, 
Kansas City Mo., which has been 
appointed Falcon-Knight distrib- 
utor for that territory, is one of 
the best known tradesmen in his 
city. He is a believer in trade 
associations and now is serving 
the Kansas City Motor Car Deal- 
ers’ Association as vice-president. 
Mr. Hemphill has been an Oak- 
land and Pontiac distributor and 
distributor for Overland and 
Willys-Knight cars. 











Pass Gas Tax. Lower License Fee 


BOSTON, Mass., April 23.—It is ex- 
pected that Governor Alvan T. Fuller, 
Packard dealer, will sign a bill which 
has been passed by both branches of the 
legislature fixing a tax of two cents a 
gallon on gasoline. This state is one of 
the four which has not previously en- 
acted such a statute. However, pas- 
sage of the Massachusetts bill was not 
a victory over automotive interests as 
at their insistence, while a gasoline tax 
is imposed the registration fee drops to 
a flat $3 for every motor vehicle. This 
includes trucks and buses, some of 
which were paying as much as $150 a 
year. The car tax ranged from $10 
to $30. 





Hossick Leaves Paige 

DETROIT, April 23.—F. H. Hossick 
has resigned as assistant advertising 
manager of the Paige-Detroit Motor Car 
Company to join the staff of Smith, 
Brooke and French, Inec., advertising 
agency. He has been succeeded at 
Paige by Donald B. Skinner. 





Motor Wheel Pays Dividend 
DETROIT, April 23.—Directors of 
Motor Wheel Corporation have declared 
regular quarterly dividend of two per 
cent on preferred stock, payable May 
16, to stock of record April 30. 


Business Leaders Will 
Discuss Motor Subjects 





Bus and Truck Regulation, 
Highways and Traffic 
on Chamber Card 





WASHINGTON, April 25.—Three ques- 
tions of major importance to the auto- 
motive industry and the truck and bus 
users of the country are given promi- 
nent places on the program of the forth- 
coming fifteenth annual meeting of the 
Chamber of Commerce of the United 
States which will meet here May 2-5. 

These questions are (1) a proposal 
for federal regulation of interstate bus 
and truck transportation; (2) highway 
development, and (3) a proposal that 
motor traffic regulations should be uni- 
form throughout the United States. 

Probably of first concern to the auto- 
motive industry is a twin resolution 
offered by the Norristown Chamber of 
Commerce, which asks that the Cham- 
ber go on record indorsing federal regu- 
lation of interstate bus and truck opera- 
tion and also for uniform traffic 
regulations. 

Another question to be _ discussed 
which has occasioned automotive deal- 
ers much concern, in view of recent 
court decision, is that of confiscation 
of vehicles used for illegal transporta- 
tion of liquor. The National Associa- 
tion of Finance Companies, in this con- 
nection has submitted a declaration 
that the government’s enforcement of 
the liquor laws should be under the 
Volstead Act and not under the Reve- 
nue Act. 

Sarvis Promoted by Buick 

DETROIT, April 23.—Arthur H. 
Sarvis, service manager of the Buick 
Motor Company, has been promoted to 
assistant general sales manager, ac- 
cording to C. W. Churchill, general sales 
manager. <A successor for the service 
manager post has not yet been named. 

Sarvis, who was engaged in news- 
paper work in Detroit, went to Flint 
in 1913 where he became city editor 
of the Flint Daily Journal. Later he 
went with the Flint Varnish & Color 
Works, which was eventually absorbed 
by the du Pont interests. He remained 
with the varnish company until he 
joined Buick, where he became well 
known throughout the country through 
his service promotion work. 





Named Chrysler Supervisor 


DALLAS, Texas, April 25-—R. C. 
Hockett has been named supervisor of 
Texas for the Chrysler Sales Corpora- 
tion. He succeeds Il. E. Hatfield who 
has been made regional manager for 
the Southwest with headquarters at 
Kansas City. Mr. Hockett has traveled 
over Texas for years as representative 
for automobile jobbers. He will main- 
tain “headquarters in Dallas. 


Motor Age 
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Cleveland Makers Give 


Cheerful Business Views 





A Satisfactory First Half, 
and Then Improvement 
Expected by Jordan 





CLEVELAND, April 23.—Heads of 
Cleveland automobile plants foresee a 
big year in the automotive industry, it 
is indicated by expressions concerning 
present conditions and the future out- 
look. 

Edward S. Jordan, president of the 
Jordan Motor Car Co. says: “While lI 
expect a satisfactory period during the 
first six months, the last six will show 
a decided improvement. First, because 
the factory will regulate itself more in 
relation to the dealer demand. Manu- 
facturers have learned a lesson from 
the tremendous over-production of low- 
priced cars last fall. Second, because 
there will be a modification of plans 
to increase production with utilization 
of capacity already available under the 
roof of the independent parts makers 
in its stead. Thirdly, because there will 
be elimination of a lot of unnecessary 
models competing with each other.” 

Walter C. White, president of the 
White Motor Co., says: “The slow start 
of 1927 has been followed by an increase 
of business in March, which was our 
biggest month since the record Septem- 
ber of last year. With the new White 
six-cylinder bus and our new two-ton 
model, we are optimistic about the com- 
ing year.” 

Edward Ver Linden, president of the 
Peerless Motor Car Co., makes the fol- 
lowing observation: “We built 12,000 
cars in 1926. This was practically twice 
as many as the year before. This year 
we have laid down a production sched- 
ule of 20,000.” 

Some of this optimism may be better 
understood when Peerless financial 
position is studied. The ratio of cur- 
rent assets to liabilities is 11 to 1 
against 4 to 1 a year ago. 

Says H. J. Leonard, president of the 
F. B. Stearns Co.: “Stability in Cleve- 
land business is shown in the automo- 
tive industry as well as other lines. 
Our plant is in full operation with every 
department working 24 hours a day. 
The F. B. Stearns payroll has increased 
100 per cent in the last month.” 

F. C. Chandler, president of the 
Chandler Cleveland Motors Corp., de- 
scribes the situation as follows: “We 
are enjoying early spring buying, with 
no indication of a slow-up. Each month 
shows the attainment of new sales 
peaks. Unfilled orders are larger at 
this time than they have been for many 
years. I see an increasing tendency 
toward the moderately priced finer type 
car.” 


——__. 


New Studebaker Publication 


SOUTH BEND, Ind., April 23.—A 
commercial car edition of Studebaker 
Service, a monthly publication for the 
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promotion of satisfactory service, has 
been announced by The Studebaker 
Corporation of America. This new pub- 
lication is devoted entirely to new and 
most efficient methods of insuring 100 
per cent service from Studebaker com- 
mercial cars. It deals with every type 
of commercial car produced by Stude- 
baker. 


—_ 


Kaufman Directs Stearns Sales 


CLEVELAND, April 23.—H. J. Leon- 
ard, president of the F. B. Stearns Co., 
announces the appointment of Harry 
A. Kaufman, Detroit, as general sales 
manager. Before joining the Stearns 
organization, Mr. Kaufman held an ex- 
ecutive sales position with Dodge 
Brothers, where he was director of the 
special equipment division of the Dodge 
Brothers and Graham Brothers lines. 
He also supervised all national and 
dealer shows. 


—_—_-_——- 


Daylight Saving On in Chicago 

CHICAGO, April 23.—Members of the 
trade in the Chicago territory who have 
occasion to visit this city at intervals 
should note that Daylight Saving hours 
will be operative in Chicago between 
April 24 and September 25, 1927. In 
this period Chicago clocks will be ad- 
vanced one hour ahead of standard 
time. 





A Homemade 
Mountain 
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This photo-diagram shows graphic- 
ally the arrangement of the ramps 
in the new Capital Garage in Wash- 
ington, D. C., where the Studebaker 
Commander recently made the climb 
from bottom to top in one minute 
and 29 seconds, winning a warm 
competition in which 10 other cars 
were entered. The climb covered a 
distance of 1500 running feet 


Chrysler Sales Run 139 
Per Cent Ahead of 1926 


New Records Are Being Set 
Company’s President 
Tells Stockholders 





DETROIT, April 23.—Stockholders 
representing about 86 per cent of the 
stock of the Chrysler Corporation met 
at the excutive offices here Tuesday and 
elected the fellowing directors for the 
coming year: W. P. Chrysler, J. S. 
Bache, J. C. Brady, Harry Bronner, 
Hugh Chalmers, Delos W. Cooke, Allen 
F. Edwards, B. E. Hutchinson, W. F. 
Kenny, D. R. McLain, Giles W. Mead, 
W. Ledyard Mitchell and E. R. Tinker. 

Speaking of the company’s progress, 
Mr. Chrysler told the stockholders that 
production and sales continue to run 
ahead of last year and are establishing 
new records. 


To date, this year, retail sales are 
139 per cent of the retail sales for the 
corresponding period of 1926. Stocks of 
cars in dealers’ hands are moving 
freely to the public and a shortage of 
some models already exists. 


Prospects indicate that Chrysler’s 
earnings for the first quarter will com- 
pare favorably with those of the cor- 
responding period last year. 





More Bus Sales to Railroads 


NEW YORK, April 23.—Sales of Mack 
buses to traction companies and rail- 
roads in the first quarter of 1927 were 
higher than for any similar previous 
period, Roy Hauer, manager of the gen- 
eral bus department of Mack Trucks, 
Inc., reports. During the first quarter 
82 per cent of bus sales of the com- 
pany were to public utility companies, 
32 per cent being gas electric drive. 
Officials of the company’s bus depart- 
ment consider opportunity for sales in 
the electric traction field very favorable 
for the balance of the year. 


_—_— 


To Make Automotive Felt 


FLINT, April 23.—Organization of 
the Superior Felt Products, Inc., to 
manufacture felt for use in automobile 
chassis, engine and body manufacture, 
has been completed here. Officers of 
the company are: President, Fred J. 
Weiss; vice-president and general man- 
ager, Ray W. Springer; secretary, 
J. Curtis Willson; treasurer, Spencer 
Bishop. Directors are W. E. Fellows, 
S. S. Stewart and Reinhardt Kleinpell. 





Has Faleon and Stearns 

MILWAUKEE, April 23.—D. B. 
Cooper, Inc., 456 Jackson Street, Mil- 
waukee, recently appointed distributor 
of the Falcon-Knight, has also been 
given the distributing franchise for the 
Stearns-Knight, formerly held by the 
Stearns Sales Agncy, now distributing 
the Locomobile. 
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German Interests Would 
Buy De Dion Bouton Co. 





Agents for Mercedes-Benz 
Negotiate for Oldest Car 
Firm in France 





PARIS, April 14.—(By Mail)—Negoti- 
ations for the purchase of the De Dion 
Bouton Company, the oldest automobile 
firm in France, by a group of German 
financiers representing the Mercedes- 
Benz Company, are in an advanced con- 
dition. Officials of the De Dion Bouton 
Company, seen in Paris, refuse to make 
any statement, but admit that German 
negotiations have been received and 
that their offer is being given consider- 
ation. From private sources it has been 
learned that the offer is looked upon 
favorably and that there is a _ possi- 
bility of it being accepted. 

Since 1914 Germany has had no in- 
terests in the French automobile indus- 
try and practically no German automo- 
tive goods are sold in France. Prior 
to the war Mercedes maintained a small 
factory organization a few yards from 
the De Dion Bouton factory, but this 
was seized in 1914 and has since be- 
come a government arsenal. 


—-_ = 


Opening Features Studebakers 


MARIETTA, O., April 23.—The formal 
opening of the new show room and serv- 
ice station of the Stephens-Studebaker 
Co., distributor for the Studebaker line 
in Washington and adjoining counties, 
was staged recently, continuing for 
three days. The building, located on 
Third Street, has just been completed. 
It is a modern establishment in every 
way. During the formal opening a full 
line of Studebaker and Erskine cars 
were displayed. R. C. Hickman is 
general manager of the company. 





Truck Gain Offsets Car Loss 


PIERRE, S. D., April 23.—Although 
passenger car registrations in South 
Dakota declined in the first quarter of 
the current year in comparison to the 
1926 report for the period, increase in 
truck registrations has offset this fall- 
ing off. Financial conditions of the 
state were blamed for the falling off of 
passenger car registrations, which for 
the first quarter totaled 117,685, with 
11,150 trucks, as against 118,020 pas- 
senger cars and 10,726 trucks in the 
first quarter of 1926. 





Pontiac Running New Plant 


DETROIT, April 23.—The new Pon- 
tiac Six factory recently completed by 
the Oakland Motor Car Co., at Pon- 
tiac, is now in full operation as a 
separate unit. The last machinery to 
place the plant in a position to operate 
independently was moved from the Oak- 
land factory to the new structur®é this 
week. 
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herewith: 


No. Miles Elapsed Time 








Studebaker Test Run Records 


Following is a tabulation of the ten records claimed for a Studebaker 
Commander recently at Culver City, Cal., in a test run under supervision 
of representatives of the Contest Board of the American Automobile 
Association. Immediately after the test the board announced five records 
and subsequently five more all of which are included in the tabulation 


Distance Records Established 


2,000 31:48:38.0 1908.633 62.872 
3,000 48:23:48.5 2903.81 61.993 
4,000 65:05:20.0 3905.33 61.454 
5,000 81:48:22.0 4908.36 61.12 
Period Reeords Established 
Hours Distance M.P.H. 
6 380 miles 1647 yards 63.488 
12 — 112 1 63.255 
24 1526 808 on 63.60 
48 2974 “ 1167 " 61.972 
50 3101 7 880 86“ §2.05 
72 4413 2 1443 - 61.30 


No. Minutes Average M.P.H. 

















Hupp Profits for Quarter 


DETROIT, April 25.—Net income of 
Hupp Motor Car Corp. in the quarter 
ended March 31 was $485,579 after de- 
preciation and federal taxes, equal to 
48 cents a share on 1,005,189 shares of 
common stock, against $1,122,307 or 
$1.22 a share on 913,809 shares in the 
first quarter of 1926. 

Net sales were $12,783,161 in the quar- 
ter against $14,437,693 in the corre- 
sponding quarter last year. 


_—_ ——— 


H, J. Quirk Makes Change 

NEW YORK, April 23.—H. J. Quirk 
has resigned as field secretary of the 
Motor & Accessory Manufacturers Asso- 
ciation to become affiliated with the 
National Credit Office, Cleveland. He 
will be succeeded in the Detroit office 
by Homer H. Davidson who is well 
known in the industry. 








Uses Airplane in Calls on 
Distant Prospects 


DETROIT, April 23.—Another 
instance of the use of airplanes by 
automobile dealers has been rec- 
orded. The Chevrolet dealer in 
Dillon, Montana, maintains a 
Waco 9 for use in calling on 
prospects at a considerable dis- 
tance from the show room, or 
when the conditions of the road 
make it impossible to drive a car 
to the prospect. It has also been 
found useful for bringing sales- 
men back to Dillon after they 
have delivered cars to customers 
at considerable distance. Car de- 
liveries in one instance recently 
were made by the same salesman 
to two points, 112 and 60 miles © 
away respectively by using this 
method of transportation back to 
Dillon. 


























Studebaker Announces Earnings 


SOUTH BEND, Ind., April 25.—Net 
sales by the Studebaker Corporation and 
subsidiaries during the first quarter of 
1927 totaled $34,304,642.95, which was 
8.3 per cent under the figure for the 
corresponding period of 1926, according 
to the financial statement made public 
by President A. R. Erskine. Net profits 
from sales, with other net income after 
all charges, increased depreciation and 
reserve for taxes totaled $3,402,936.88, 
a decrease of 15.5 per cent under the 
1926 first quarter. These profits were 
at the rate of $1.74 per share on the 
outstanding common stock as compared 
with $2.08 a year previous. 

Erskine Six sales numbered 5,250, the 
profits being practically negligible as 
these cars are just being introduced, 
President Erskine remarks. He says 
further that decreases in investments 
and receivables, and increases in in- 
ventories were due largely to bookkeep- 
ing changes in foreign branch accounts 
and increased Erskine Six shipments. 

Mr. Erskine says the second quarter’s 
business is in larger volume and the 
corporation expects both sales and 
profits for this period to exceed the 
second quarter of 1926. 


Larger Republic Sales 


ALMA, Mich., April 23.—Sales of Re- 
public trucks in March increased 40 
per cent over sales in the same month 
last year, reports J. C. Haggart, Jr., 
vice-president of the Republic Motor 
Truck Co., Inc. Deliveries in April and 
May will show increases over March, he 
declared. The addition of the new 50 
and 60 six-cylinder models has had a 
large part in bringing in new business, 
he said. 

Export sales in March increased 150 
per cent over February, according to 
E. J. Demaray, foreign sales manager 
of the company. 
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General Improvement in 


March Labor Situation 


Bad Weather Checks Work 
Outdoors But Motor 
Plants Add Men 








WASHINGTON, April 23.— While 
there was a general improvement in 
employment conditions throughout the 
country during March, the increase was 
not as large as had been expected, ow- 
ing to inclement weather which inter- 
fered with outdoor work, except in the 
automotive industry, which in general 
engaged additional help and in some 
cases increased the operating time of 
factories, it was reported here by the 
U. S. Department of Labor. 

The major industries operated on sat- 
isfactory schedules in most instances. 
The outlook for April was reported to 
be bright, with increased operations and 
employment expected in the larger in- 
dustries and in such outdoor programs 
as road construction. 

In Michigan factory production in- 
creased in March and some of the auto- 
mobile plants increased operating 
schedules. There was some improve- 
ment in the automobile tire industry in 
Ohio during the latter part of March. 
Wisconsin showed an increase in pro- 
duction of automobiles. 

Conditions in the large 
centers follow: 

Detroit—The surplus of workers is 
most noticeable in the automobile indus- 
try. Practically all plants are operat- 
ing but not on full time schedules. 

Grand Rapids—Automobile bumper 
and tool and die plants are operating 
part time. 

Flint—Toolmakers, tool designers and 
sheet metal workers are in demand in 
automobile factories but a surplus of 
semi-skilled help exists. Factories are 
running at capacity. 

Lansing—A surplus 
factory workers exists. 

Racine—There is a very noticeable 
surplus of common labor and automo- 
bile factory and accessory plant work- 
ers. 

Akron—Rubber factories are running 
practically at capacity. 


automobile 


of automobile 





Olds Has Frisco Branch 


SAN FRANCISCO, Cal., April 23.— 
Establishment of a factory branch in 
San Francisco, with storage and serv- 
ice facilities competent to care for the 
entire dealer organization in California 
and Nevada, is announced by Olds Motor 
Works. F. G. W. Sudrow, Pacific zone 
manager for the Olds company, is also 
appointed manager of the factory 
branch. Associated with him are A. C. 
Jones, assistant manager; W. H. Miller, 
service manager, and A. J. Schaefle, 
parts manager. Victor Dahl, former 
Kansas City dealer, has been appointed 
San Francisco Oldsmobile dealer, oper- 
ating under the firm name of the Dahl 
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Elected Vice-President of 
Federal Truck 





R. W. Ruddon 


R. W. Ruddon has been elected 
first vice-president of the Federal 
Motor Truck Co. of Detroit. He 
began with Federal in 1914 as sec- 
retary to President M. L. Pulcher, 
being appointed assistant secre- 
tary of the company in 1918. Mr. 
Ruddon came up the ladder by 
way of secretarial positions, act- 
ing as private secretary to per- 
sons in important offices. 











Oldsmobile Company, having salesroom, 
parts department and service plant in 
the same building with the factory 
branch. Oakland distribution and sales 
will be handled by the Imperial Auto- 
mobile Company. 


Stock Stutz Wins 
Stephens Trophy 


(Continued from page 20) 


Probably one of the most outstanding 
things of this contest was the fact that 
not a plug was changed and that no 
work was done on the engines, clutches, 
transmissions or axles of any of the 
cars. The sedan with the Weymann 
body had the distributer cap changed 
early in the contest and made frequent 
stops to have the water removed from 
the gasoline filter. No adjustments of 
any kind were required on the standard 
sedan which won the contest. The 
test chassis which was running but not 
actually a contestant received a new set 
of rear snubbers and had the gasoline 
tank tightened. 

There was no tire trouble of any 
kind. However, as a _ precautionary 
measure, principally because of the 
treacherous condition of the track a 
number of tire changes were made. 
Standard sedan changed right front, 
right rear and left rear. The Weymann 
body sedan changed right front and 
right rear. The chassis job changed 
two right front, two right rear and one 
left rear tire. 


Balloons Leading High 


Pressures in Production 





Newer Type Tire Making 
Early Bid for 1927 
Output Honors 





AKRON, O., April 23.—Results so far 
this year indicate that for the first time 
a majority of all tires produced in 1927 
will be balloon tires, according to Akron 
rubber manufacturers. 

Three years ago of the total tire pro- 
duction in the United States, balloon 
casings represented only 11.43 per cent. 
In 1925 they made up 34.22 per cent 
of total tire output, and last year rep- 
resented 47.57 per cent. 

Output of balloons in February, ac- 
cording to figures by the Rubber Asso- 
ciation of America, amounted to 2,017,- 
711, the most produced in any month 
since August, 1926, and comparing with 
1,793,778 in January of this year and 
1,598,246 in February, 1926. 

Balloon casing inventories as of Feb. 
28, 1927, stood at 3,244,752, compared 
with 2,487,498 the year before and 
3,119,263 Jan. 31, 1927. In both Janu- 
ary and February production of bal- 
loons exceeded that of high pressure 
cord casings. 

While figures are not available for 
March, it is practically certain that bal- 
loon tires continued to lead the field in 
that month. 


To Have New Sales Home 


KANSAS CITY, April 25.—The L. & 
D. Motor Company, a Chevrolet agency 
at 3208 East Fifteenth Street, is to have 
a new $70,000 home at Fifteenth Street 
and Kansas Avenue. The new location 
will give the company four times its 
present space. The firm is composed 
of O. L. Loughead, H. QO. Orth and 
S. Rasmussen. The building is being 
erected especially for the company 
under a long time lease. 





Pageant Features Opening 


SAN FRANCISCO, Cal., April 25.— 
The fine new stone and marble building 
erected by Earle C. Anthony, Inc., Pack- 
ard distributor for California, on Van 
Ness Avenue, recently was opened to 
the public with a transportation pag- 
eant. An exhibition of transportation, 
ranging from the earliest Egyptain 
chariot to the latest Packard, is being 
held on the main floor of the building. 


Merge Dealerships 


WICHITA FALLS, Texas, April 25.— 
The Victor Motor Company and the 
Erwin Motor Company of this city have 
been merged and will handle distribu- 
tion of Hupmobiles in this territory and 
Hupp retail sales in this city. The 
name of the merged concern is the 
Victor Motor Company. It is composed 
of L. O. Brown and J. M. Erwin. 





DALLAS, Texas, April 23.—Automo- 
tive dealers of Texas attending the 
eleventh annual convention of the Texas 
Automobile Dealers’ Association here 
discarded ordinary convention tactics 
and got down to cases. They discussed 
“how can I make more money,” a sub- 
ject which brought in a consideration 
of the used car problem, sale of ac- 
cessories, tires and tubes, stricter ac- 
counting, better crediting, revolutioniz- 
ing service departments and everything 
else which enters into the cost of op- 
erating a well established automobile 
business. 


Such leaders as Ray Shelton, presi- 
dent of the Dallas association; Pat 
Davis of Houston, president of the 
Texas association; Ellis Boyd of Fort 
Worth, president of the Fort Worth As- 
sociation; John Morris of Dallas, past 
president of the Texas association; 
Robert Corneilson of Wichita Falls, 
member of the executive committee; 
and others, declared the time has ar- 
rived when the automobile dealers must 
sell all the accessories and tires pos- 
sible. They advised that various acces- 
sories be put on the cars when offered 
for sale and the prospective buyer 
shown that he is buying a car com- 
pletely equipped with everything which 
means safety, comfort and convenience. 
They further stated that the automo- 
bile dealers must go after the accessory 
and tire trade of the tourists and the 
local car owners who are spending two 


T.A.D.A. for BETTER MERCHANDISING 


to six weeks annually seeing the coun- 
try from automobiles. 

A canvass of the dealers showed but 
few attempting to sell accessories and 
tires but the majority declared thev 
would be selling them immediately. 





New Officers Elected by 
Texas Dealer Body 


President, Toney Chisum, Am- 
arillo. 

First Vice-President, W. A. Wil- 
liamson, San Antonio. 

Second Vice-President, DeWitt 
Reed, Corpus Christi. 

Third Vice-President, Frank 
Hagan, San Antonio. 

Members of the Board: L. J. 
Trotti, El Paso; George Marshall, 
Galveston; Raymond Pearson, 
Houston; Ray Shelton, Dallas; 
Lee Hawley, Marshall; A. C. 
Pruca, San Antonio; Ellis P. 
Boyd, Fort Worth. 











The used car problem consumed some 
of the time at the convention. It was 
discussed by such men as Frank Hagen 
of San Antonio, L. R. Filgo of Dallas 
and L. C. Cargill of Texarkana. A 
dozen other dealers joined in the dis- 
cussion. It was found the majority of 
the dealers are allowing more for used 
cars in trades on new machines than 


they could sell the old ones for after 
reconditioning them. This, it was 
pointed out by blackboard analysis, not 
only resulted in a loss on the old car, 
but reduced the profits on the new ma- 
chines and entailed a loss in the serv- 
ice department. The dealers went on 
record as favoring destruction of old 
cars where the value is less than it 
would take to put them in saleable con- 
dition. 

Lax credit systems must be eliminated 
if the dealer is to make a profit Ken- 
neth Cox of San Angelo and A. Y. 
Baker of Edinburg said. They said the 
dealers must insist on prompt payment 
of accounts whether for cars, tires, ac- 
cessories or whatnots. 


The service departments should pay 
profits the dealers decided. Plans for 
putting these departments on paying 
basis were discussed. The meat of 
those plans was to make every job 
done in the service department show 
a profit. 

The dealers favored a change in the 
license fee system as well as a reduc- 
tion,in the amount of the fee. They 
had as their guests Governor Moody, 
Lieutenant Governor Miller and Speaker 
Bobbitt, of the House. It is understood 
Governor Moody will offer a new license 
fee bill at a special session of the legis- 
lature in May. San Antonio was se- 
lected as the next place for the annual 
meeting. 





Jetton Succeeds Barwick 


MEMPHIS, Tenn., April 23.—Hugh J. 
Jetton, of the Bluff City Buick Co., is 
the new president of the Memphis Auto- 
mobile Dealers’ Association, elected at 
a recent meeting. He succeeded E. C. 
Barwick, of Price-Barwick, who has 
served since the retirement of Harter 
B. Hull. Henry Kennady, president of 
Kennady-Hull Co., is vice-president. 
Thos. H. Smart, of Thos. H. Smart 
Motor Co., is treasurer. Mr. Barwick 
was elected about a year ago. Mr. 
Jetton, secretary-treasurer and sales 
manager of his company, has been with 
the trade since 1912. 

Directors are: R. R. Price, president 
Southern Motor Car Co.; J. F. Hicks, of 
Erwin-Hicks Motor Car Co.; E. C. Bar- 
wick, retiring president of the Price- 
Barwick Co.; Jotham C. Baker, of 
Baker-Gardner, Inc. 


—_ 


Organize Boosters Club 

DETROIT, April 23.—Organization 
of an Automotive Boosters Club No. 19, 
Detroit, has been completed, with 36 
charter members. The club has selected 
the Savoy Hotel as headquarters. It 
plans to hold a weekly round table dis- 
cussion each Friday noon, while the 
regular monthly dinner meetingsewill 
be held the second Friday of each 
month. 
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Organization of the Detroit club was 
perfected under the direction of E. P. 
Chalfant, executive vice-president of the 
National Standard Parts Association, a 
member of New York Boosters Club No. 
13, and Mr. O. H. Leidy, member of 
Automotive Boosters Club No. 8 of 
Minneapolis. 


Mr. Leidy has been elected president 
of the Detroit club. Other officers are: 
Vice-president, Floyd Adams; secretary, 
R. Macfee; treasurer, Charles H. Davis. 
Directors are: T. R. Walton, A. R. 
Sandt, D. W. Rodger and P. J. Sawyer. 





“Cap” Williamson Re-elected 

SAN ANTONIO, Tex., April 23.—At a 
recent meeting of the San Antonio Auto 
Trades Association, W. A. “Cap” Wil- 
liamson was unanimously re-elected 
president of the association, making the 
ninth consecutive year that Mr. Wil- 
liamson has headed the organization. 

The other officers elected are: First 
vice-president, J. F. Hagan; second 
vice-president, W. P. Bates; third 
vice-president, E. A. Kurtz; secretary- 
treasurer, L. D. Ormsby, secretary and 
treasurer. Directors: C. G. Ivers, I. D. 
McKee, Henry H. Bryant, Leslie W. 
Neal, W. G. Hundley, S. W. Smith, Rich- 
ard Sanderson, T. J. Goad, Ed H. Her- 
pel, R. S. Yantis. 





Lansing Dealers Elect 


DETROIT, April 23.—The Lansing 
Automobile Association has re-elected 
O. R. Starkweather president. Other 
officers are: First vice-president, Wil- 
liam L. McComb; second vice-president, 
A. J. Walter; treasurer, Millard C. Hoot- 
man; secretary-manager, Arthur N. 
Avery. The following have been ap- 
pointed committee chairmen: Member- 
ship, A. D. VanDervoort; laws and ord!- 
nances, William L. McComb: safety 
first, J. Edward Roe; traffic, Louis F. 
Burgess; publicity, Thomas T. O’Brian; 
signs and road posters, A. J. Wakter, 
and auditing, M. M. Cory. 


——— -- — 


Gavel Goes to Johnson 

JACKSONVILLE, Fla., April 23.— 
A. W. Johnson, of the Claude Nolan Co., 
Buick dealers, was elected president for 
the ensuing year of the Jacksonville 
Automobile Dealers’ Association, at the 
annual meeting. Other officers elected 
for the year were: Vice-president, Sam 
Palmer, Packard and Florida Motors 
Co.; treasurer, Ralph W. Hoyt, Bacon 
Motors Co.; secretary, Harry Hurst, 
Olmstead Motor Co. The board of di- 
rectors includes W. A. Estaver, James 
Palmer, E. H. Bacon, C. J. Olmstead, 
Claude Nolan, E. C. Williamson, C. C. 
Kirby and Leon Medlin. 


Motor Age 
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Parts Association for 


Northern Ohio Launched 


Organization Formed After 
Gathering Attended by 
N.S.P.A. Executives 








CLEVELAND, April 23.—Manufactur- 
ers and jobbers of service automobile 
parts formed the Northern Ohio Parts 
Association at a meeting held in the 
Winton Hotel. The association will 
have its headquarters in Cleveland. 

The new organization had its incep- 
tion at a meeting held last month at 
which E. P. Chalfant and Robert Mac- 
Fee, both of Detroit and executives of 
the National Standard Parts Associa- 
tion, met parts manufacturers and 
jobbers here. 

Ira Saks, of the Accurate Parts Manu- 
facturing Co., presided at the organiza- 
tion meeting and Mr. MacFee was the 
principal speaker. 

The first activities of the new associa- 
tion will be the exchange of credit in- 
formation and merchandising coopera- 
tion. Headquarters will be at 5005 
Euclid Ave. in the offices of the Cleve- 
land Automobile Manufacturers and 
Dealers Association, the Automotive 
Boosters Club and the Cleveland motor 
finance clearing house. 

Officers of the Northern Ohio Parts 
Association are: President, Ira Saks, 
The Accurate Parts Manufacturing Co.; 
vice-president, H. J. LaFaye, Motor Rim 
Manufacturing Co.; secretary, Herbert 
Buckman; treasurer, W. P. Burrer, 
Aberdeen Motor Supply Co. 

The board of directors is made up 
of the officers and the following: L. A. 
Dall, Dall Motor Parts Co.; J. L. Zis- 
mer, Automotive Parts Co., and N. M. 
Carl, Buckeye Brass & Manufacturing 
Co. 


Olds Dealers in Session 


OSHAWA, Ont., April 23.—The first 
of what is expected to be a series of 
annual conventions of Oldsmobile deal- 
ers in Canada was held recently in 
Oshawa. More than 150 dealers in addi- 
tion to a number of salesmen were pres- 
ent at the Oshawa convention from 
Halifax to Vancouver, B. C. During the 
three days of the sessions a large pro- 
portion of the time was devoted to the 
question of service. 





Obiect to Motor Car Tax Plan 

KANSAS CITY, Mo., April 23.—A pro- 
test has been filed with the state tax 
commission in Jefferson City by the 
Automobile Club of Missouri and asso- 
ciate organizations against an arbitrary 
ruling of the commission in fixing the 
value of motor cars for taxation pur- 
poses. 

The commission has instructed asses- 
sors in the state to make up 1927 valu- 
ations on the following schedule: 

Cars made in 1926, 75 per cent of 


April 28, 1927 








Coming Motor Events 





Automobile Shows 


Chicago........ ee Te ae Nov. 
Exposition, Coliseum, Automo- 
tive Equipment Association. 

Wis Aug. 29-Sept. 2 

Auto Building 


7-12 





Green Bay, 





Races 

A. A. A. 
BIROORE. FP’ Oiccccececces ’ June 11 
FS SE 
Atlantic City............. ll 
Atlantic City................ ee Sept. 24 
OS, a kT 
EEE aren Sept. 10 
pp | en a May 3:0 
Los Angeles............... smediitiianilinad ichatiiiadaiien Nov. 27 
A 
i > insihteletiniabadabensinimiatainainal Oct. 12 
EN TL Di eictintnineniscnnemngmcengunatimenecdh Sept. 3 


Conventions 
American Automobile Association, 
Annual Meeting, Ritz-Carlton 


Hotel, Philadelphia June 16-17 


Associated Automotive Engine Re- 
builders, Hotel Winton, Cleve- 
land May 26-28 


Automotive Equipment Association, 
Summer Convention, Multnomah 
Hotel, Portland, Ore.....June 27-July 2 


Automotive Equipment 
Coliseum, Chicago......... 








Association, 

eceeeeINOV. 

National Association of Automobile 
Show and Association Managers, 
Drake Hotel, Chicago.......... July 26-27 


National Automobile Chamber of 
Commerce, Annual Meeting, New 
York June 2? 


North Carolina Automotive Trade 
Association, Morehead Villa, 
Moorehead City, N. C.....August 15-16 


7-12 





8. A. DB. 


French Lick Spring, Ind., 
Summer Meeting. 


May 25-28— 


COMING FEATURE ISSUES OF CHILTON CLASS JOURNAL PUBLICATIONS 


May 1—Automobile Trade Journal—Annual Big Small Town Market Number 
May 5—Motor Age—Annual Sales and Service Reference Number 
June 4—Automotive Industries—Engineering Number 
June 10—Motor World Wholesale—A. E. A. Summer Meeting Number 





present factory prices; 1925, 50 per 
cent; 1924, 40 per cent; 1923, 25 per 
cent; 1922, 10 per cent; 1921, 5 per 
cent. 


On cars built prior to 1921, the valu- 
ation for 1927 is fixed at 50 per cent 
of the assessed valuation in 1921 but 
no assessment is permitted under $50. 


The protest sets forth that the com- 
mission’s basis of valuation is artificial 
and does not represent the true value 
of motor cars, especially on models that 
have been discontinued. The suggestion 
is made to the commission that the Na- 
tional Used Car Market Report be used 
as a basis for fixing values for taxation 
purposes. 


British Buy Sports Mostly 


WASHINGTON, April 23.—Automobile 
and motorcycle production and sales 
in the United Kingdom increased sub- 
stantially in March, according to word 
received by the U. S. Department of 
Commerce here from the commercial 
attache at London. 


Despite the increases, 
English automotive industry is in a 
state of uncertainty owing to the 
possibility of tax changes under the 
new budget and because of substantial 
increases in the sale of American makes 
of cars. 


Sport types have been in larger de- 
mand but closed cars also have sold 
well. The used car situation is becom- 
ing more acute. 


however, the 


Now Direct Representatives 

HARTFORD, Conn., April 23.—Sey- 
mour & Michaels, Inc., distributors of 
the Jordan and Gardner eights are now 
direct representatives of the two lines. 
The firm to better handle its business 
has taken a downtown showroom at 148 
Allyn street. The territory has been 
increased so that the firm now has five 
of the eight counties of the state. 


Fargo District Headquarters 


FARGO, N. D., April 23.—This city 
has been made a distributing center 
for Chrysler cars in North Dakota, 
eastern Montana, northern South Da- 
kota and part of Wyoming, with head- 
quarters at Northern Pacific Ave. and 


Broadway, Security Bank building. 
Warren P. Winders is district super- 
visor. He was branch manager of the 


Ford plant up to 1918 in Fargo. The 
Murphy Motor Sales will continue to 
sell Chrysler locally. 


Firestone Dealers Talk Business 


BALTIMORE, Md., April 23.—A large 
meeting of Firestone tire dealers and 
their associates was held at the South- 
ern Hotel when officials discussed vari- 
ous subjects dealing with merchandis- 
ing and business methods. The meeting 
was called by H. B. Berning, branch 
manager, and followed a banquet. Mo- 
tion pictures taken in the Firestone 
plant and of the company’s rubber- 
growing industry were shown. 
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Prices and Weights of Current Passenger Car Models 








SHIP 
WT. PASS. BODY STYLE. PRICE 
AUBURN 
“6-66”"" 
a 6-p Touring 1,14 
3040 5-p Sport Sedan 1,195 
3086 5-p Sedan 1,295 
3040 6-p Wanderer Se’n 1,345 
“8.97” 
-—. %8-p Roadster $1,395 
—— 5-p Tourin 1,445 
3350 5-p Sport Sedan 1,495 
3390 6-p Sedan 695 
3390 6-p Wanderer se’n 1,745 
66 -88”"’ 
(129 in, W. B.) 
3188 4-p Sp. Roadster $1,995 
3206 5&-p Touring 2,04 
seneeee 7-p Touring 2,295 
3380 6-p Sport Sedan 2,095 
3460 &-p Sedan 2,195 
3456 5-p Wanderer 2,246 
(146 in. W. B.) 
4206 7-p Sedan $2,595 
BUICK “115” 
2990 2-4-p Roadster $1,196 
3e4 &-p Touring 1,226 
$110 2-4-p Coupe 1,195 
$216 5-p 2d. Sedan 1,195 
3190 4-p Ceupe 1,275 
3190 2-p Spec. Coupe 1,275 
3300 5-p 4d. Sedan 1,295 
3305 5-p Tewn Bro’m 1,37 
“120” 
(120 in. W. B.) 
3800 4-p Coupe $1,465 
3760 5-p 2d. Sedan 1,395 
3376 5-p 4d. Sedan 1,495 
“128” 
(128 in. W. B.) 
$666 2-4-p Sp. Roadster $1,495 
37 4-p 8p. Touring 1,626 
3905 3-p Country Club 1,765 
3940 5-p Coupe 1,850 
$916 %8-6-p Coenv’t Coupe 1,925 
4050 5-p Brough. Sedan 1,925 
41156 7-p Sedan 1,995 
CADILLAC 
“314” Standard Line 
(132 in. W. B.) 
6176 56-p Brougham $2,995 
4166 2-p Ceupe 3,100 
4190 5-p Victoria 3,195 
4270 5-p Sedan 3,260 
44686 2-p Spert Coupe 3,500 
4696 6-p Sport Sedan 3,650 
(138 in. W. B.) 
4420 7-p Sedan $3,400 
44h0 7-p Imperial 3,535 
stom Built 
(132 in.) 

4220 2-p Roadster $3,350 
4300 2-p Cenv’t Coupe 3,450 
(138 in. W. B.) 

4285 7-p Teuring $3,450 
4275 5-p Phaeten 3,450 
4705 6-p Sp. Phaeton 3,975 
4465 5-p Ceupe 3.855 
4465 5-p Sedan 3,995 
4680 7-p Suburban 4,125 
4616 7-p Imperial 4,350 

CHANDLER Big Six 
83200 2-4-p Readster $1,696 
3@ 6-p Teuring 1,545 
$346 7-p Touring 1.645 
3670 5-p 20th C’y Sedan 1,495 
3570 5-p Met. Sedan 1,595 
3485 4-p Ceupe 1,675 
357¢ S-p Be Luxe Sedan 1,695 
3726 7-p Sedan 1,895 
Standard Six 
(168% in. W. B.) 
2475 5b-p Teuring $ 945 
3565 5-p De Luxe Tour. 1,005 
247@ 2-4-p Spoert. R’dster 1,135 
2686 5-p Sedan 995 
2620 2-p Ceupe 1,035 
26386 5-p Be Luxe Sedan 1,095 
3620 2-p De Luxe Coupe 1,125 
Special Six 
(115 in. W. B.) 
23290 5-p Touring $1,145 
2040 $-p Sport Touring 1,295 
2905 2-p Cou 
2905 2-p De Luxe Coupe 1, 285 
328¢@ 5b-p Sedan 1,295 
“Reyal Str. 8” 
— ~ 7-p Teuring $2,196 
a 4-p Readster 2,195 
— 4-p Ceupe 2,195 
sTee S-p Sedan 3,196 
ss7e T-p Began 3,295 
CHEVROLET “AA” 
1890 2-p Roadster $ 525 
19656 &-p Touring 525 
2090 2-p Utility Coupe 625 
2190 5-p Coach 595 
2276 5b-p Sedan 695 
2135 2-4-p Cabriolet 715 
2270 °*6-p Landau Sedan 745 








SHIP 
WT. PASS. BODY STYLE. PRICE 
CHRYSLER 

“50” 
2146 5-p Touring $ 750 
2025 2-p Roadster 750 
2130 23-4-p Roadster 795 
2230 2-p Coupe 750 
2335 5-p Coach 780 
2410 5-p Sedan 830 
2360 5-p Landau Sedan 885 

“60” 
2570 6-p Touring $1,075 
2645 2-p Roadster 14 
2616 3-4-p Roadster 1,176 
2690 2-p Coupe 1,136 
2685 3-65-p Coupe 1,245 
2795 5-p Coach? 1,145 
2835 6-p Sedan 1,245 

699" 
2845 2-4-p Roadster $1,495 
2930 5-p Phaeton 1,395 
2905 &-p Sp. Phaeton 1.495 
2905 4-p oupe 1,595 
3000 2-4-p Royal Coupe 1,546 
3090 5-p Brougham 1,625 
3150 6-p Royal Sedan 1,595 
2935 2-4-p Cabriolet 1,745 
3160 6-p Crown Sedan 1,795 

*g90” 

(185% in.*) 
387656 6-p Phaeton $2,495 
3805 2-4-p Roadster ,595 
4110 6-p Coupe 3,096 
wileateias 5-p Sedan 2,675 
4055 5-p Sedan 3,096 
(192% in.* 

4090 4-p Coupe $2,895 
4025 2-p Cabriolet 3,49 
(198% in.*) 
siemens &-p Sportif $3,995 
4195 7-p Sedan ,29 
4370 7-p Sedan Lim. 3,695 
4432 6-p Town Car 5,495 
—. \ pemenmmds Leather at 

extra 
2S length. 
CUNNINGHAM 
“W.7”" 
4500 4-p Sp. Touring $6,150 
4600 7-p Touring 6, 
4700 4-p Coupe 7,600 
5000 6-p Limousine 8,100 
DAGMAR “6-70” 
3750 4-p Roadster $3,500 
3800 4-p Sp. Tourer 3,500 
3700 4-p Phaeton 3,500 
4200 4-p Petite Coupe 4,500 
4200 4-p Petite Sedan 4,500 
4500 4-p De Luxe Coupe 4,750 
4700 5-p Sedan ,700 
4300 7-p Sedan 4,760 
“6-60” 
3150 6-p Touring $1,785 
3100 2-p Roadster 1,985 
3200 4-p Sp. Touring 1,935 
3500 5-p Sedan 2,445 
DAVIS “92-27” 
2915 &-p Legion. Tour. $1,395 
3000 5-p Sedan 1,59 
3055 56-p Imperial Sedan 1,795 
“94.27” 
2350 5-p Roadster $1,245 
2500 56-p Touring 1,285 
2570 56-p Sedan 1,285 
2375 3-p Coupe 1,285 
2576 5-p Imp. Sedan 1,385 
“Series 98” 
3050 5-p Touring $1,795 
3000 4-p Polo Roadster 1,795 
3150 4-p Princess Coupe 1,865 
3200 5-p Emperor Sedan 1,885 
DIANA “St. 8” 
diel 5-p Phaeton $1,595 
2995 5-p Roadster 1,645 
2995 5-p Palm Beh. Rds. 1,795 
oo 7-p Touring 1,995 
5170 5-p DeL. Bro’m 1,695 
3275 5-p De Luxe Sedan 1,995 
3160 5-p Cabriolet 1,995 
3640 7-p Sedan (136 in. 
W. B.) 2,695 
3640 7-p Berline Sedan 2,895 
3640 6-p Town Car 5,006 
DODGE BROTHERS 
2448 2-p Roadster $ 795 
2641 2-p 8 "| Roadster 845 
2674 &5-p eng 796 
2669 5-p Spec ouring $45 
2622 2-4-p Spert Roadster 976 
As NOM 2-4-p Conv’ a Coupe 995 
2598 2-p Cou $45 
266s* 2-p ies. Coupe $95 
2811 5-p Sedan 395 
2393 6-p Spec. Sedan 946 
2937 5-p 1,076 


DeL. Sedan 





SHIP 
WT. PASS. BODY STYLE. PRICE 
DU PONT =" 
3700 4-p Roadster 32,300 
3850 6-p Touring 2,800 
3850 4-p Coupe 3,200 
4100 5-p Sedan 3,400 
4100 5-p Conv’t. Sedan 3,760 
ELCAR “6-70” 
2580 4-p Lan. Rdster $1,475 
2670 5-p Brougham 1,295 
2750 5-p Sedan 1,395 
“3-82” 
$320 3-4-p Land. R’dster $1,870 
3410 5-p Brougham 1,696 
3490 5-p Sedan 1,790 
“8-90” 
3675 7-p Touring $2,265 
3620 2-4-p Land. R’dster 2,296 
seine 2-4-p Roadster 2,316 
3710 5-p Brougham 2,196 
3895 56-p Sedan 46 
4245 7-p 2,765 
ERSKIN®E “se” 
2300 5-p Tourer $3 945 
Gene 2-p Coupe 946 
2400 5-p 995 
eee 2-4-p Cust. Coupe 995 
ESSEX “Super Six” 
-—--. 4-p Speedster $ 785 
iieieeeei 2-p Speedster 700 
24560 6-p Ceach 735 
2340 2-p Coupe 735 
2530 5-p Sedan 4d. 795 
FALCON KNIGHT 
eeainee ea Roadster an. 
hee ..eee Touring apnidinnss 
‘ ll 
hile |: maa Landau eunetes 
sition 5-p Brougham $ 995 
on 5-p Sedan 1,095 
FLINT “Z-18" 

2450 5-p Ceach 796 
2580 5-p DeL. Coach $95 
“60” 

2760 5-p Touring $1,250 
2885 4-p Sp. Roadster 1,369 
2890 4-p Coupe Rdster 1,395 
3030 5-p Sepan 4d, 1,395 
3010 5-p Brougham 1,396 
“30” 

(120 in. W. B.) 

3245 5-p Touring $1,450 
$395 4-p Sp. Touring 1,696 
3500 4-p Coupe 1,795 
3625 5-p Sedan 1,850 
(130 in. W. B.) 

3470 T-p Touring $1,595 
3780 7-p Sedan 2,060 

FORD —p 
1658 2-p Runabout $ 360 
1732 5-p Touring 380 
1820 2-p Coupe 485 
1950 5-p Tudor Sedan 495 
2002 5-p Fordor Sedan 545 
FRANKLIN 
**41-B” 

$015 8-p Sport. Road. $2,690 
29756 5-p Touring 2,63 
3105 3-p Coupe 2,490 
3160 3-6-p Coupe 2,565 
3230 §-p Sedan 2,790 
316 4-p Victoria 2,740 
3230 6-7-p Sedan 2,840 
3230 &-p Oxford Sedan 2,815 
3305 4-p Sp. Sedan 2,910 
3360 7-p Limousine 2,990 
sainaediieg. tallies Collap. Coupe 2,926 
pietent ” Tandem Sport 3,150 
GARDNER 

“S09” 
2900 4-p Roadster $1,395 
2900 4-p Roadster DeL.. 1,495 
3370 5-p Sedan 1,695 
3370 5-p Sedan DeL. 1,795 

“90” 
3460 4-p Roadster $1,995 
3475 4-p Landau Rdstr. 2,295 
3690 5-p Brougham 2,295 
3730 5-p Sedan 2,295 
3690 &-p Victoria 2,295 
HUDSON “Std. Line” 

3505 5-p Coach $1,285 
3626 5-p Sedan 1,385 
“Custombuilt” 
suibisune 7-p Phaeten $1,666 

iain, ammenie Roadster 1,600 
3666 4-p Brougham 1,676 
3370 7-p Sedan 86 
3756 5-p Sedan 1,760 

HUPMOBILE 

“A.1" 
2620 5-p Teuring $1,325 
266@ 2-4-p er 1,38 
2360 &-p 1,383 
2300 3-4-p Ceupe 1,385 
28396 &p Breugham 1,385 


SHIP 
WT. PASS. BODY STYLB. PRICB 





‘“E-3" 
3300 -p Touring $1,945 
336 7-p Touring 2,046 
3355 2-4-p Roadster 2,045 
3465 2-4-p Coupe 2,346 
3515 5-p Brougham 2,245 
3545 5-p Sedan 2,345 
3526 &-p Victoria 2,346 
3360 7-p Sedan 2,495 
3360 7-p Sedan Lim. 2,695 
JORDAN 
“RR” 
apewsmne 4-p Sport Salon $1,595 
a 2-4-p Tomboy 1,695 
tiene &-p Sedan 1,696 
LP Oe hd 
2916 4-p Playboy Road, $1,646 
3070 2-4-p Sport Coupe 1,696 
3200 4-p Cus. Victoria 1,695 
3200 5-p Cus. Sedan 1,696 
Series ‘“‘AA” 
3470 &-p Cus. Sedan $2,496 
3470 4-p Cus. Victoria 2,495 
KISSEL 
**6-55”"" 
(124 in. W. B.) 
3020 5-p Phaeton $1,686 
3160 4-p Speedster 1,89 
3483 4-p Coupe R’dster 1,895 
3300 5-p Brougham 1,696 
3486 5-p Spec. Bro’m 1,796 
3440 5-p Bro’m Sedan 1,895 
3378 5-p Conv’t Bro’m 2,296 
(131 in. W. B.) 
3660 7-p Touring $1,786 
3225 4-p Tourster 1,896 
3596 5-p Spec. Bro’m 
Sedan 2,095 
3770 7-p Sedan 2,296 
“@_@rn 
(125 in. W. B.) 
3240 5-p Phaeton $1,886 
3155 4-p Speedster 2,096 
3343 4-p Coupe R’dster 2,096 
3330 5-p Brougham 1,396 
3345 5-p Spec, Bro’m 1,996 
3400 5-p Bro’m Sedan 2,095 
3518 5-p Conv’t Bro’m 2,495 
(132 in. W. B.) 
3360 7-p Touring $1,985 
3155 4-p Tourster 2,096 
3455 5-p Spec. Bro’m 
Sedan 2,295 
3630 7-p Sedan 2,496 
“8-75” 
(131 in. W. B.) 
3220 5-p Phaeton $2,136 
3360 4-p Speedster 2,395 
3578 4-p Coupe R’dster 2,396 
3565 5-p Brougham 2,196 
3671 5-p Spec. Bro’m 2,296 
3760 5-p Bro’m Sedan 2,396 
3863 5-p Conv’t Bro’m 2,796 
(139 in. W. B.) 
3630 7-p Touring $2,286 
3236 4-p ‘Tourster 2,396 
3755 5-p Spec. Bro’m 
Sedan 2.5956 
3975 7-p Sedan 2,795 
3910 5-p Bro’m Sed. 
De Luxe 2,986 
4080 7-p Sedan De Luxe 3,495 
4125 7-p Ber. Sed, DeL. 3,586 
LASALLE 
beanies 2-4-p Roadster $2,525 
sdietite 5-p Phaeton 2,495 
a 2-4-p Coupe ,5856 
2-4-p Conv’t Coupe 2,636 
penenintn 4-p Victoria 2,635 
juabeliaines 5-p Sedan 2,686 
LINCOLN “8” 
4930 2-p Sport R’dster $4,600 
4920 7-p Sport Touring 4,600 
4960 4-p Sport Phaeton 4,600 
4910 4-p Coupe ,400 
492 4-p Sedan 4,800 
5030 5-p Sedan 4,800 
5050 7-p Sedan 5,000 
5180 7-p Limousine 5,200 
LOCOMOBILE 
**8-66”" 
3056 5-p Touring $1,786 
3035 4-p Roadster 1,896 
3336 b-p Sedan 1,896 
3330 6-p Brougham 1 $96 
.-- 6-p Brougham DeL. 3,560 
8-80" 
-.-- §-p Sedan $2,360 
“90” 
4476 4-p ye 2 $6,900 
4370 4-p oadster 5,900 
4680 4-p Victeria Ceupe 6,960 
4842 6&-p Victoria Sedan 7,300 
4616 7-p Cabriolet 7,600 
4930 7T-p Suburban 7,600 
4615  7-p Brougham 7,600 
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Wr. | PASS. BODY STYLE. PRICE a ween BODY sT ——— a SHIP 
‘ STYLE. PRICE| WT. PASS, BODY STYLE. PRICE | WT. PASS. BODY STYLE. PRICE 
LOCOMOBILE—Continued OAKLAND “6”? “ 
<a 6-90" STEARNS-KNIGHT 
2500 6-p Touring $1,025] ...... 5-p Phaeto “F 6-85” 
5030 4-p_ Sportif $7,460 | 2590 4-p Sp. R 1175 |... 2-4-p Sport R’dster “1 H+ 4185 4-p Roadst 
6330  7-p Touring 7,460 | 262@ 6-p Sp. Phaeton 1,095 | 3260 4-p Coupe 725 | 4285 4-p Touring *3°280 
6640 7-p Touring Lim. 9,500) 2745 6-p 24d. ,095 | ...... 4-p Sedan 1,895 | 4250 4-p Cab-Road te 3480 
6600 5-p Victoria Sed. 10,050 | 2705 3-p Landau Coupe 1,126] 3410 5-p Sedan 1,895 | 4407 4-p Cou —— 3. 
5464 6-p Brougham 10,040 | 2855 5-p 4d. Sedan 1,195 | 3466 5-p Landaulet 1,995 | 4515 5-p Std. Sed 3/360 
ree i-P a Lim, 10,050 | 28856 5-p Landau Sedan 1,29 “869” 4646 7-p Sedan ” > ae 
-p abriolet 0,300 OLDSMOBILE (133% in. W. B.) a. 5-p Std. Sedan Lim. 3,550 
McFARLAN “TV” “30K” $850 2-4-p Roadster sc0n | °° "3 Sedan lim 8 68186 
4000 2-p Roadster $5,400 | 2335 6-p Touring $ 875) ---:- 7-p Sedan 3,095 7 “G-885” 
460@ 4-p Sp. Touring 6,600 | 2490 5-p Sp. Touring 939} 4125 5-p Sedan 3,495 | -...... 4-p Roadster $3,850 
490@ 4-p Coupe 6.720 | 2317 4-p Del. Roads 975| 4200 7-p Sedan 3.595 | 4580 4-p Touring 850 
5200 4-p Tour. Sedan 6.720 | 2450 2-p Coupe 925 | 4275 5-p Ber. Limousine 3,795] 4600 4-p Cab. Roadster 4,250 
5200 7-p Tour. Sedan 810 | 2570 6-p Coach 950 (126 im. W. BD 3 for 4-p Coupe 4,250 
Gites 6-p Sedan 6,720 | 2538 2-p DeLuxe Coupe 990 5- C ..... S-p Sedan 4,350 
nabs 7-p Sedan 6,810 | 2650 4-p Sport Coupe  1,035| 4056 &-p Sedan $2,795) 4925 7-p Sedan 4,450 
oaian 7-p Spec. Sedan 6,810 2720 S-p DeLuxe Coach 1,050 > — 2,995)... = tp Limousine 4,660 
ies -p c. Sedan ‘ -p Sedan 1,02 IER -ARR sedans 5- Sed: Lim. 
onainn 7-p Sub. Sedan 7,110 | 3780 5-p DeLuxe Sedan 1,126 . — ~ = 7 “ a — 
6200 7-p Town Car 9,000 | 2780 5-p Landau ee eae er ~~ 
‘6 — <- tunab 2 
Straight 8’ Oo LAND - 3300 4-p Phacten x ons 2965 8-p Du - il $1,160 
3400 2-p Roadster $2,650 (4) Whippet 3440 7-p Phaeton 2,395 | 3030 3-p Sport Roadster 1,195 
3400 6-p Touring 2,660 | 1985  6-p Touring $ 625} °479 5-p Brougham 2,495 | 3096 6-p Du. Phaetcn 1,180 
346@ 7-p Touring 2,750 | 1930 2-4-p Roadster 695 | 3405 2-p Coupe 3,100 | 3140 3-p Country Club 1,295 
3400 4-p Roadster 3.050 | 2026 3p Coupe 625 | 3450 2-4-p Coupe 3,200 | 3210 6-p Coach "230 
36560 6-p Sedan 3.180 | 2075 6-p Coach 635 | 3525 5-p Std. Sedan 2,895 | 3115 6-p Sedan 1.330 
3650 6-p Sub. Sedan 3,380 | 2185 6-p Sedan 726 | 3565 6-p Club Sedan 3,300 | 3235 6-p Custem Sedan 1,335 
3700 7-p Sedan 3,280 | 2230 6-p Landau 766 |°°20 7-p Sedan 3,350 | 3180 4-p Cus. Victeria 1,335 
3700 7-p Sub. Sedan 3,480 “(6) Whippet” 3670 5-p Club Sed. Iand. 3,400 : 
3650 4-p Coupe 3,180 | 200, 3680 7-p Ene. Dr. Lim. 3.460 Special Six 
3650 5-p Broug. Coach 3,180 7 5-p Touring $ 766 | 3420 4-p Coupe 3.959 | 3480 2-4-p Sp. Roadster $1,638 
3760 6-p Town Car 4.600 | 2226 2-4-p Roadster $35 | 3500 6-p Sedan 3.895 | 3495 5-p Du. Phaeten 1,480 
mamene a8 cb Goneh 4 $996 | ere Ep Brews 1s3e 
“Little Marmon” 2440 6-p Sedan 875 T-p — Dr. Lim, 4,045 3620 5-p Breugham 1,383@ 
3019 2-p Speedster $1,895 | 2490 =S-p Landau 925) o560 - G20 ik WB 
2977 4-p Speedster 1,965 | PacKARD ng 4560 ©3-p Runabout $5,875 » We BB) 
3064 2-p Coupe Rdster 1,995 45 -p Touring 6,875 3445 8-p Du. Roadster $1,536 
3063 2-p Coupe "395 | 3545 4-p Roadster $2,350) 4 + 7-p Touring 5,875 | 3485 2-4-p Sport Roadster 1,495 
3089 4-p Sedan 2d 1795 | 3590 5-p Phaeton 2,250| 4760 3-p Coupe 6,375 | 3530 &-p Sport Phaeton 1,445 
3092 4-p Sedan 4d. i395 | 3926 65-p Sedan 2,250 sees 4-p Sedan 6,375 | 3510 5-p Club Coupe 1,480 
aeaniiee 4-p Brougham 1,895 (133 in. W. B.) $15 7-p Sedan © | bee 2-p Com'’der Coupe 1,545 
3119 &-p Cus. Sedan 2W 2,595 | 3799 7-p To 9788 rth. 4-p Coupe Sedan 6,375 | 4775 4-p Com/’der Coupe 1,645 
3172 6-p Cus. Sedan 3W 2.595 | sooo 4.0 Gouring on Tee irae ce | nclosed Lim. 6,876 S706 = é-p «= Cus. Victoria 1.646 
3116 4-p Cus. Victoria 2595/4970 7-p Sedan ee 4740 =67-D CFrench Lim. | 1,500 3835 §-p Custom-Bre’m 1,535 
3040 4-p Cus. Town Cab 3,125 / 40915 5-p Club Sedan 2726 4840 1 Seda re ony 008 — eS 
a 4136 7-p Sedan Lim. 2885 | 4880 4-p Lim Enel” ¢375| 3220 «7-p Du. Phaeten $1,810 
a = a ao ae 372] 3910 6-p Brougham 44. 2,130 
4266 > rer ond +5486 (136 in. W. B.) —— se See ee a or 
4017 =$-p Phaeton 3.485] 4119 4-p Runabout $3,850 4380 > aa i al  ¥ 
4480 %-p Tour. Speedster 3,565) 4130 6-p Phaeton 3°750| 4865 7-p Fret yr os oe we 
4374 2-p Coupe R’dster 3,565 | 447§ 4-p Coupe 4.750 rench Landau 8,000 | 4958 3-4-p Speedster $3,150 
4453 S-p Town Coupe 3.1951 4430 §-p Sedan 4,750 | PONTIAC “Six” o. 5: oe 3,160 
4346 4-p Victoria 3,485 (143 in. W. B.) 2160 2-4-p Roadster $ 775 | 4340 5-p — 3198 
4625 6-p Brougham 3,565 14250 7-p Touring $3,950 | -2/5 2-p Coupe 775 | 4176 4-p Vic. Coupe 3,175 
4498 6-p Sedan 3,565 | 4550 6&-p Club Sedan 4.390) 2376 5-p 2d. Sedan 175 | 4182 2-4-p Coupe ‘165 
4620 * 7-p Sedan 3,640 | 4660 7-p Sedan 5.000| 2845 4-p Sport Cab. | endo 5-p Landau Sed. 3,345 
4516 5-p Custom Sedan 3,960/ 4700 7-p Sedan Lim. 6,100} 2499 5-p Landau Sedan 895 145 in. ) 
4678 7-p Custem Sedan 4,075 | paige “¢.45” 2610 6-p DeL. Lan. Sed. 975 ( Ww. B.) 
4718 7-p Custem Lim. 4,175 4566 56-p Tour. Bre’m $3,685 
é Ve 5-p Touring $1,095 REO “Aa” 4656 7-p Sedan 3,685 
MOON 6-60 2660 6-p Brougham 1,095 | ..... 2-p Roadster $1.635 | 4731 7-p Sedam Lim. 3,786 
2295 3-p Roadster $ 996 | 2615 4-p Cab R'dster 1,296 | .......  ...... Breugham 1,596 “AA De Luxe” 
2340 6-p Phaeton 995 | 2525 2-p Coupe 1,095] ........ 2-p Sport Coupe 1,625 (131 in. W. B.) 
2330 3-5-p DeL. Roadster 1,095] 2759 5-p Sedan 1,196 | 3700... Sedan 1,845 | 4058 .  Sucetett 
2330 3-5-p Roy. Roadster 1,195 ey @ @ #&# £«| . 4-p Victoria ot Dh Te a dh oe 
2575 3-6-p Cab. Roadster 1,196 (2s in. W.B) 0 | Del. Sedan 1,996| 4183 3-5 Coupe 3'288 
-5-p oy. ab. ‘ ‘ 
a 1,295 3) 5 Lg : 4.686 RICKENBACKER or ? Vict. Coupe 3,275 
3620 «= S-p «= Coach 1,049 3550 6§-p Sedan 11696 — 10 tp seas 3°320 
2520 6-p Std. Brough. 1,145 | 3559 4.5 Coupe 1,695) 3160 5-p Sedan $1,595 1 a 
2520 5-p Reyal Brem 1,195 | 376, 7-5 Seden 1,995 | 30655... Bro’m Vict. 1,645 | ~~ ee | 
2605 «= 6-p = 4d. Sedan 1,245 | 3805 7-p Limousine 2145 “8-80” nn oe 
2605 5-p Reyal Sedan 1,295 ' 290 4566 5-p Tour. Bro’m $3,835 
Series ‘“‘A’’ *6-65”" 3200 5-p Sedan $1,795 | 4656 7- Sed 8: 
s (115 in. W oo) Bro’m Vict. » ‘ - 3,835 
2600 6-p Readster $1,395 oe ae — po Fo.” ae aie. arate 
2560 5-p Touring ‘195 ety 4-p Roadster $1,495 “8-99” “AA Custom” 
one Gp Geb. Meoteter 16066 i2- 2S Ee iiss? = $2,595 | 4182 2-p Coupe $3,915 
$710 6-p Del. Brom 1,395 | S115 §-p Landen Bro’m 1.396) see =6— Brom. Vict. 3.596) 4176 4-p Vict. Coupe 3,935 
2860 6-p DeL. Sedan 44. 1,545 | ° "> Sedan 1,495) 3800 7-p Sedan 2,695 | 4340 5-p Sedan 3,995 
NASH “Light Six” ain « Bea $825 7-p  Berline 2,793 | 4090 2-4-p Cab. Coupe 3,995 
2275 6-p Touring $ 36513700 6-> Sedan vt Renee “8-78” VELIE “Spec. 60” 
2310 2-p Coupe 92513910 7-p Sedan 2.665 |" 2-p Roadster $1,495 | 3025 6§-p Club. Phaeton $1,450 
2440 6-p Sedan 92513690 4-p Cab Raster. 2655 | ~~ 4-p Coupe 1,49 3335 4-p Coupe 1,585 
2475 5-p Sedan 995 | 3700 4-p Coupe 2.655 5-p Sedan 1,795 | 3175 5-p Spec. Sedan 1,536 
sienna 5-p Be ao Sedan 1,085 /|3950 7-p Limousine 2,796 a — 3350 56-p Royal Sedan 1,636 
“Special Six” -p oupe $1,935 “Std. 50” 
2900 2-p Roadster ame “669” aaae _. aon 1,985 (112 in. W. B.) 
2980 5-p “Touring 1,135 9-4 “p Sedan 1,985 | 2730 3-p Coupe $1,165 
2980 4-p Readster 1225 ow pa . $1,295 **8-88” 2810 &-p Sedan 1,165 
sxe ge Oabriolet 1,290 | “~~ ee ee ee ees | eee |= S-R SC Teurer $2,495 | WILLS SAINTE 
-p Business Coupe 1,165 - P ae 1,345) 3880 5-p Sedan 2,935 . : CLAIRE 
ie fp sen’ Lae sey in W. B oo ine 
-p an ‘ . B.) 3675 5-p Traveler 2,700 
3250 5-p Spec. Sedan 1,485 | 3625 6-p Coupe $2.295 | BOLILS-ROYCE 35830 4-p Roadster 2°70 
ine 5-p Caval. Sed. 1,695 | 3680 S-p Sedan 2'395 Manufacturers do not quote list | 3760 4-p Cab. Coupe 3,350 
A , prices. 3900 5-p Std. Sedan 3,150 
Advanced Six” (133% in. W. B.) 3970 7-p Sedan 3,250 
(121 in. W. B.) 3475 2-4-p Sp. Roadster $2,195 | STAR — 4080 7-p Limousine 3, 350 
3390 4-p Readster $1,475 ++e4 rD Phaeton 1,99 1850 2-p Conv’t R’dster $ 650 
3400 S-p Touring, =» «340 | 3882 7-5 Eimousine ees | i988 fp Coupe’ <9 Aime = 
- n . 5 ’ 7 
3650 5-p Sedan 1.525 ss $-p Delano Sedan 2,795] 2120 5-p Coach 675 | 3575 2-p Roadster $1,950 
3660 6-p Spec. Sedan 1.695 -P eLuxe Sedan 2,995| 2196 5-p Sedan 44. 766 | 3684 5-p Touring 1,350 
ahead Pore. Coupe 1,776 . “¢.80” +g”? en 4 _ -p — ee a none 
(127 ia. W. B.) 3028 2-4-p Roadster *11495| 2160 2-4-p Sp. Roadster’ 456 | °97° > <— 2s 
3480 © ©67-p ag me $1,490 =e 2-4-D Coupe Roadster 1,565 | 2250 2-4-p Cabriolet 915 “70-A” 
aun pas " ; -4-p upe 1,665 | 2140 2- - 
ee | a Bie | att > Render 188 
“ : -D an 1:595| 2360 5-p Sedan 25 . 
Tr &-p Amb. Sed. 2,090 ae Sedan 1,795 | 2355 5-p Landau Sedan 978 2880 os Gab Counc 498 
Sedan ‘ 6-p DeLuxe Sedan 1,795 2285 2-4-p Sp. Coupe 950 3105 6-p Sedan 1.496 
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AN ADVERTISEMENT DIRECTED TO THE DEALER IN SMALL TERRITORIES 





Replacement Sales 





Are Now the Major 


New-Car Market 


What Are YOU Doing to Hold Your Owners? 





were sold to replace cars retired from service 

than to first-time buyers. This trend is bound 
to continue. From the dealer’s point of view, it puts a 
premium on his present owner list. What are you 
doing to keep yours intact? 


oo 1926, for the first time, more automobiles 


Face this fact: owners are constantly “growing up” 
financially—passing on to higher-priced makes. If you 
are not to lose them, you must have a higher-priced 
car to sell them. But what car? Where is the field of 
least competition and highest returns? 


Investigation shows that there are fewest competing 
cars in the $2,500-$3,000 class. That logically it is the 
best-selling section of the fine car field. And that 
Franklin, long one of its three sales leaders, is alone in 
offering types which completely cover it. 


Also, Franklin has more selling points than any other 
car in any class—exclusive features which remove it 


There Should Be a 


Fine Car in 
YOUR Line 


Py | 


4 , 
t 


4 
t 


c7it 














from the common rut of competition. Air-cooling, 
full-elliptic springs, laminated ash frame, transmission 
brake, case-hardened crankshaft and scores of other 
advanced constructions make it a car that cannot be 
confused with any other. 


Broadly, you know where Franklin stands: its fine 


-Teputation, sound financial condition, extreme owner 


and dealer loyalty, popularity of the new style models 
at the new prices. 


But are you aware that its 1927 sales to date, 
compared with 1926, are increasing faster than 
the industry’s ? 


More complete information about the Franklin franchise, 
and about the modern dealer trend toward a well-rounded 
line, will be sent free on request. It will help you keep pace 
with progress. 


FRANKLIN AUTOMOBILE COMPANY, SYRACUSE, N. Y. 
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NEW- 


but Centuries 





For more than 200 years the jack screw has been the 
only safe lifting method known. The Gladish Electric 
Auto Elevator employs a simple, direct application 
of the jack screw principle, electrically driven. Any 
: automobile or truck weighing not more than 5500 
Bronze worm gears operating in pounds is lifted five feet in two minutes! This per- 
grease, drive the steel lifting screws. : 
ests indicate that this simple formance is guaranteed ! 
mechanism will show little if any 
wear even after 10 years of service. 


Time Tested Jack Screw Principle 


++now successfully applied to 
Automobile Elevating 


S a sale, practical device to enable There’s practically no installation ex- 
garage owners to meet the fast grow- pense with the Gladish Elevator. You 

ing demand for quick, thorough greasing place it anywhere! Its first cost is surpris- 
service, the Gladish Electric Auto Elevator ingly low—and it quickly pays for itself 














was perlected three years ago. in new business and reduced service costs. 
Now, with definite operating records We maintain lubricating engineers in 
established, its value as an improved type all principal cities. One of them will > 
of service equipment has been fully deter- gladly call on you and explain what 
mined. elevating equipment means to your 
You can install a Gladish Elevator with — 
the positive knowledge that it will increase — eyend for Information 
your greasing and doping business from Without obligation to you, we'll furnish complete 
100 to 300 per cent! Your mechanic can information descriptive of the Gladish Electric 
service twice aS Many cars in a day—and Auto Elevator. Write today for literature. 


do a better job—than he can by working , 
in a dark, inconvenient greasing pit. Your Moto-Service Elevator Company 


service complaints are reduced—for in a Div. of American Hoist Corporation 


few minutes the mechanic can examine a 410 Times Bldg., Chattanooga, Tenn. 
car and detect such defects as loose body 


bolts, battery boxes, etc. GLADI SH ELECTRIC 
HE ration ie Mr, Walter L. Marr, known tothe AUTOELEVATOR 


automotive world for 20 years as the Chief 


Designing Engineer of the Buick Motor Co. VISIBLE SERVICE « ECONOMY 
r. Marr is personally directing the manu- 
facture of the Gladish Elevator. PROFIT 
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Overland Overland Whippet and Both Whippets and The entire line, including 
Whippet Whippet Six **70’’ Willys-Knight Six Willys-Knight Great Six 


\ ’ HERE else in the automobile industry can you find this complete market 

coverage—a car to sell every prospect—a car for every purse and prefer- 
ence? Where else in the automobile industry can you find Engineering Leader- 
ship in Every Price Class—and no overlapping prices? This in a nutshell is 
the Willys-Overland story. This is the reason why Willys-Overland dealers are 
making money. If you are anxious to increase your profits, the Willys-Over- 
land policy of “complete market coverage” can help you. Write today for 
complete details. Sales Department, Willys-Overland, Inc., Toledo, Ohio. 
Willys-Overland Sales Co., Ltd., ‘Toronto, Canada. 


Only In 
WILLYS- OVERLAND | . 


<@ 
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qwhat 


Willys-Overlan 


offers the Dealer 
seeking anew Franchise 








a a 4 


Overland The first American light car to use the newer principles of engineering design 

Whippet which result in increased economy, power, flexibility, speed and range of 
performance—the only light four-cylinder car that carries 4-wheel brakes as standard 
national equipment. 


Whippet Six The first light six to bring to the low-priced six-cylinder field a still further 
development of these extraordinary features which characterize the Whippet. 


“70” Willys- A car with the most powerful motor of its size ever built as stock production 
Knight Six inAmerica. Anexclusive patented motor that makes for superlative performance. 


Willys-Knight Great Six A luxury car in every detail. This Great Six has earned a reputation 
for endurance and performance that proves conclusively the Engineering Leadership of 
Willys-Overland in the luxury class. Both the “‘70” Willys-Knight Six and the Great Six 
are powered with the famous Knight sleeve-valve engine that “improves with use—in 
quietness, power, economy.” 


The fairness of Willys-Overland .policies and the fact that in the Willys-Overland line 
there is a car in every price class backed by Engineering Leadership, are among the reasons 
why over 1200 former competitive dealers have taken over the Willys-Overland Franchise 
since the beginning of the contract year. 
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The 45° Sioux Roughing Reamer removes the hard 
glazed surface easily and quickly. 


y 
) 

Y) Sioux 45° Roughing 
Y 


Sioux 45° Finishing 
R Reamer-Universal Type 


Reamer-Universal Type 


Sioux 15° and 75° Ream- 
ers for narrowing valve 
seats. A wide seat never makes a satisfactory joint. 


ANAAAAN Patented Sept. 7, 1926. 
ANN . 


\\) 
an’* 
SS SSSSSRAAAW" 


‘Your Jobber 
Sells Them 


AGE April 28, 1927 


VN IN] Ky Ye | 


REAMERS 


Precision 
Valve-seating 
in Record Time! 


¥ will be pleased with 


your profits and your 
customers will be “tickled 
pink” with the power, 
speed, and pick-up of their 
cars— when valve-seating jobs are 
done the“Sioux” way. Sioux Uni- 
versal Type Reamers give you the 
most accurate and fastest-working 
reamer equipment for a wide 
range of work at small cost—mak- 
ingit unnecessary to buy so many 
different sizes. 


Sioux 15° and 75° Reamers offer 
the easiest, quickest and most ac- 
curate method for narrowing 
valve seats to proper width and in 
correct alignment with guide 
holes. The exclusive nicked tooth 
feature makesthe work easier, pro- 
duces abetter finish,andlengthens 
life of reamers. 


For accurate work, the pilot stem 
should fit snugly in guidehole. All 
sizes of Sioux Pilot Stems are 
made in .001, .002, .003 and .004 
oversize, at same prices. 

~ wy 


ALBERTSON & COMPANY 
Sioux City, Iowa, U.S.A. 
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It’s Here! 


The Electric Lift! 


Compact, Simple, Safe! 
The one you’ve waited for. 
Costs less to buy, to install, to operate. 









i 





Ball Bearing Colla 





Steel Screw 








Master Cear 


PEEERECEEEECEERERREEEEREGODS D hme 





(,rease Retain er 


{ oncrete Pit 





On! Pipe tor | ipbricati 


Flexible ( oupling 





Bed Piate 


% Drain 


Capacity: ‘ 
iViotor 


7300 pounds with 20° 


overload. ( onduit 


New! New in principle, design and operation. No air compressor needed. No air compres- 
sor troubles. No dangerous open pits. Rotates in 19 foot circle. Stops at any height desired. 
Automatically stops at full height and ground level. Raises car in 80 seconds. Returns to level 
in same time. Services more cars in less time at more profit. Operation costs less than one-half 
cent per car. Attracts trade. Comes complete, no extras to buy. 


” Tarkin-Thuro 
Lift 


If simplicity, dependability and utmost economy mean anything to you, you owe it to 


yourself to investigate this Lift and its price before you buy. Compare it with any other 
you know of. We absolutely guarantee it to be all we say it is—and MORE! 





Ask your Jobber 


—about the new Larkin-Thuro Lift now or send direct for literature hot off the press! 


The Larkin-Thuro Corp. 


Dayton, Ohio 
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Get Ready Now 
For Hot Tires! 


Have you any idea how much heat is 
generated by the constant bending 
of truck tires rolling along under a 
heavy load ? 


It depends somewhat on the cli- 
mate. But we know that after driv- 
ing some distance at a fair speed 
through cold dry snow, the tires are 
hot enough to melt the snow. 


Imagine then how hot truck and bus 
tires must get in summer driving at 
high speeds over hot dry roads. 


This internal heat has ruined more 
tires than have punctures or hard 
wear. 


And India with the True-Blue 
(HEAT-PROOF) inner tube has been 
the first to overcome this over- 
curing and premature aging which 
is constantly shortening tire life. 


In laboratory tests and in the hard- 
est possible service on fast bus lines, 
the savings of this striking discovery 
have been proven time and again. 


And this True-Blue tube is only one 
of the exclusive features of the India 
line—features that put India tires 
years ahead and which give India 
dealers real selling advantages. 


TRUE BLUE 


HEAT PROOF 


INNER TUBE 


Cc O., A KRON, OHIO. 





The India pneumatic line ts complete: Balloon 
and high-pressure truck, bus and passenger car sizes— 
red, gray and True-Blue inner tubes—tire and tube 
repair materials. 


Cet 
INDIA 
Wire 


















TOMORROW YOULL WISH YOU HAD THE AUBURN FRANCHISE 














8-77 Roadster 


3 $1395 
STRAIGHT EIGHT MOTOR 


125 inch wheelbase 


A real roadster, not a compromise between 
closed car and open. You do not have to 
climb over fender. Use the rear door. 75 miles 
per hour. One of the leaders of Auburn’s 
complete line of new models, including: 


6-66 ROADSTER 6-66 SPORT SEDAN 6-66 SEDAN 8-77 ROADSTER 8-77 SPORT SEDAN 
120-inch wheelbase 120-inch wheelbase 120-inch wheelbase 125-inch wheelbase 125-inch wheelbase 
$1095 $1195 $1295 $1395 $1495 

8-77 SEDAN 8-88 ROADSTER 8-88 SPORT SEDAN 8-88 SEDAN 8-88 7-PASS. SEDAN 


125-inch wheelbase 130-inch wheelbase 130-inch wheelbase 130-inch wheelbase 147-inch wheelbase 
$1695 $1995 $2095 $2195 $2595 


Freight, tax and equipment extra 
AUBURN AUTOMOBILE COMPANY, AUBURN, INDIANA 


JAN! 13) UTA 


CThe Car Itself is the Answer 


















TOMORROW YOULL WISH YOU HAD THE AUBURN FRANCHISE 


| 
“Nothing succeeds like success.” 


Dealer interest in the Auburn franchise is on 
an unprecedented increase . . . 


Because public interest in the Auburn car is 
on an unprecedented increase. 


It is a safe estimate to say that about one 
million people will ask Auburn dealers for 
demonstrations this year. 


Prospects are actually crowding Auburn sales 
rooms. ‘They are eager to take advantage of 
our sensational new selling method .. . 


We say “Drive the new Auburn and if it does 
not sell itself, you will not be asked to buy.” 


People reason correctly that Auburn must be 
a better car; must give greater value; must be 
more comfortable, more convenient and easier 
to drive; must give greater power and speed or 
we would not submit it to them on this basis. 


Their conviction of Auburn’s leadership is 
daily strengthened by seeing Auburn sales 
continue to mount higher and higher. 


Get your share of this success. tte a 





ZANT TS NEIAIN | 


Clhe Car Itself is the Answer 
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HOW FAR YOUR 
TELEPHONE DOLLARS WILL GO 
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Typical station-to-station day rates 
Chicago to St.Louis, $145 Pittsburgh to New York, $170 
Atlanta to San Francisco, $9.40 Denver to Indianapolis, $4.60 


Cleveland to Omaha, $3.45 Boston to Detroit, $285 
Seattle to Minneapolis, $6.45 


What far away call should you make novw......number, please ?......... 
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BELL LONG DISTANCE SERVICE 
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Did You Enjoy This Copy? 








| ASA} OU can get one like it every week 
= s for only $3.00 a year—an average 
223 cost of a little less than six cents 





each. 


Each and every man in the trade needs 
MOTOR AGE—needs the positive help 





it offers in the solution of daily problems 
and the valuable ideas it gathers for its 
readers. 


Your competitor reads MOTOR AGE, 
and you need to read it also if you want 
to keep up with the leaders of the auto- 
motive field. 





Here’s How MOTOR AGE Will Help You 





SERVICING Orok AGE will 
show you how to make 
flat rates—How to sell Service—How to make 
customers permanent—How to organize a work- 
shop—How to handle knotty problems—How to 
select Machinery—How to test electrical systems 
—How to make quick repairs—How to route 


shop work. 


HIRING —How to get the right men— 
How to train them—How to 
pay them—How to get their co-operation—How 
to keep them enthusiastic. 


BUYING —How to select an accessory 
stock—How to judge mer- 
chandise—How to get a fast turnover—How to 
avoid dead items. 





SELLIN —How other men do it— 


How to keep down over- 
head—How to advertise—How to make Sales- 
men produce—How to create a market—How to 
find prospects—How to make every sale pay 
—How to avoid losses—How to write letters 
that build business. 


AND THEN ---- 


Whatever else you need to know to make 
your business run smoothly MOTOR AGE will 
tell you if you only ask—All personal inquiries 
receive personal attention from our editors. 
Every subscriber is encouraged to come to us 
with his problems, whether mechanical, legal, 
architectural or financial. Try us, and we will 
give you “Service you will like.” 

















THE COUPON is here for your convenience. If you are already a subscriber, pass it on to some 
friend in the trade who is not. When he starts getting MOTOR AGE he'll appreciate the favor. 


MOTOR AGE 


5 South Wabash Avenue, 
Chicago, IIl. 


——§_<_<et Lt Lf Lf Lt Lf Lc Ss _ wT ST ST TT TT EET EET eT ee ee TE ee ee ee ee ee a 3 ce 





IMPORTANT — MOTOR AGE is published exclusively for 
the trade. Subscriptions are accepted only from those 
actively engaged im our field——so please don’t forget te 
imelude your business card or letter head with this order. 





Gentlemen: Enclosed find $3.00 to pay for a year’s subscription to MOTOR AGE, including all special issues 


published during the life of my subscription. 


Name 





Street and Number....... 





City 


State 





Firm Name.............. 








NOTE: If you are already subscribing to MOTOR AGE, please hand this coupon to a 
* dealer who is not. He'll become a better competitor from reading MOTOR AGE. 























Ap 
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Changing to 
Knight-Engined motor cars 


The Knight sleeve-valve engine is setting a new 
standard of motive power for American made 
automobiles. The wide-spread public interest in 
this type of power plant is founded on the fact 
that the Knight sleeve-valve'principle is a perman- 
ent development in the evolution of the motor car. 


Throughout the next five years, demand for cars 


powered by this type of engine will continue to 
grow at a rapid rate. 


The Falcon- Knight is the only Knight-engined | 


car in the lower price range. fy 


It is a fact that the greatest profits in the auto- 
mobile business come to dealers who, having the 
foresight to visualize the trend of the industry, : 
act on their judgment at the opportune time. 


FALCON MOTORS CORPORATION, + DETROIT 


Falcon-Knight 
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‘*Tourette’’ 
Camping Type 























an 


RUNNING BOARD TYPE 





Ever Ready Tool Type 
Aliso Plain Type for Rear 
installation 


Know Your Automobile Luggage Prof Possibilities from the Sale of 


cr 
BETTER AB U I LT 


Here is a line of scientifically built luggage, engineered to harmon- Aeroplane spruce 3-ply veneering impervious to moisture forms the 
ize perfectly with the lines of the cars for which it is designed. 


1 foundation of these trunks. And so on through every feature. 
Made from selected material, with the highest type workmanship. 


erial, | : BIGLER BUILT IS BETTER BUILT. Insures lasting satisfac- 
Pressed steel angles built inside and outside insure rigidity and tion. 


prevent warping. 


FENDER 
TYPE 











Bigler Manufacturing Company 
Chippewa Falls High Street Wisconsin 
AUTOMOBILE TRUNKS AND TOURING EQUIPMENT 


Makes a Repacking Job 
wertt More yesermind 











y nee always - 


something new just 


at hand for the - 





regular reader of 
“The Pump Packing the Motor Builders Use’’ 


‘John Crane’ is factory equipment on over 4 of all cars. No cutting shafts. 
Stops leaks. Saves non-freezing mixtures. like any pump packing. Order 
ps ae or direct. 

A yy the nut 


os “Crane Packing Company /oTor AGE 


makes a B 
ic packer. 
1805 Cuyler Avenue 109 Broad Street 











Chicago New York 
Gentlemen: 
Send me C. O. D. Garage 





size spools of Style, 112—$2.50 net. %” size 
packs all pumps. 
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Inside The Differential 


B. C. A. Angular Contact Radial Bearings are 
well adapted for differential use. They take 
both the radial load and the thrust with an ample 
factor of safety. 


——— 
—_—~ 
— 
—_—_—_ 
—— 


iS 


S 


— 


— 
—— 
—_—— 
—_ 
—_ 


—— 
— ap 


b= 


——- 


——/ 
& 


(> 
——s 
——s 

_ 


————, 
PA 


= 


me cue 
4S 
ee 


a 


Our Engineering Department specializes in 
solving difficult ball bearing problems. 
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Angular Contact Detroit, Michigan Office 
Radial Bearing 1012 Ford Bldg. 
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S from bat joints in the electrical system, 
from battery cable to spark-plug termin- 
als, take but a moment with Kester Solder. 
Patinitinn to these details means better 
motor performance, and goes a long way to 
build a reputation for good work. 


Kester saves one-third the time required 
to make the heavier electrical and general 
repairs. Get on a par with the rogressive 
fellow—use Kester wherever solder is neces- 
sary. Sold by jobbers everywhere, on one, 
five, ten and twenty pound spools. The 
larger the spool, the greater the saving. 
CHICAGO SOLDER CO. 


4203 Wrightwood Ave. 
CHICAGO, U.S. A. 
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Tell Your Customers 


to Use “COMMON SENSE” 


VENTILATORS 


With them their closed cars will be 

Y comfortable and properly ventilated on 

THY all occasions, regardless of weather 
conditions. 

“Common Sense” Ventilators are for 


any closed car—easily installed, with 
liberal discounts. 


Money-back guarantee—let us send 
you a pair today. If you are not sat- 
ished, we will gladly refund your 
money. Write. 


Ackerman-Blaesser-Fezzey, Inc. 
1258 Holden Ave. 








April 28, 1927 





Detroit, Mich. 








SPECIAL 1927 HUDSON-ESSEX 


DUS-PRUF TRUNKS 
DUCO OR BLACK ENAMEL 


The new Hudson-Essex line is here and 
selling fast. Dus-Pruf trunks will sell, too! 


This is the best season of the year for you— 
Cash in on it. Increase your profits by 
selling these fast-moving trunks. 


Write for Special Dealer Proposition 
Dus-Pruf Metal Trunk Co. 


414 W. Jefferson Ave., Detroit, Mich. 


Other models for all makes of cars 














Taque Brake Adjuster 
Helps ONE MAN Do the Job 


It holds brake pedals rigid 
while adjustment is going 
on, making it a one-man 
instead of a two-man job. 
The difference in profits 
goes to you. 

Write for details concerning its 


value for repair shops, and the 
meney it can make for you. 


STERRETT-HOSKINSON 
MOTOR CO. 


434 Penn Ave. Wilkinsburg, Pa. 























New DOVER RADIATOR FILLERS 


Speed Up Your Service 


Especially designed for 
garage, service station and 
fleet owner. Made of heavy 
steel, galvanized after mak- 
ing. Rust-proof and sturdy. 
Guaranteed not to leak. An 
absolute winter necessity. 
Capacity 3 gallons. List 
$2.80. 


Dover Stampimg & Mfg. Co. 
385 Putman Ave. 
Cambridge, Mass. 

















































































CANTON 


Portable Crane and Hoist 
Is Now Equipped with Safety Friction 


Brake 
The purpose of the Canton Portable Crane 
and Hoist, eq as it now is with 


the new Safety Friction Lead Brake, is to 
make even mate money for service and 
repair sh en, than ever before. 

The Service  Briction Load Brake holds 
the lead at any point, and makes it im- 
possible for the load to get away from the 
operator. On all new models and for a 
models already in use. 

Write for a copy of the illustrated booklet 
M.A., and additional literature describing 
the outfit. It will show you the way to 
better profits. 


The Canton Foufidry & Machine Co. 
Canton, @hio 
New York Office—303 East 18th Street 

















FREDERICKS 


Rewinds 


New low prices: Rewinding or exchanging any 
two unit type of automobile generator or 
starter armature, $2.50. Any type of Ford 
armature $1.50. Special prices on Ford 
armatures in quantities. 











H. M. FREDERICKS CO., Lock Haven, Pa. 





























HOT WATER HEAT FROM THE MOTOR 


Warms car but leaves air clean and pure. Remains warm 
long after engine stops. Lasts for years. Never out of 
order. Only 2 models to carry. 
75 minutes to install. 


Write for full information. 









MOT-ACS, Inc., Dept. A HOT WATER HEATER Ji Ty 
42 Broadway, N. ¥.C. ~ lor AUTOMOBILES. _ ft ee 


_ 
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These dealers make more money now 


f fers Dodge dealers installed LAPS. Now 
they make money on their parts depart- 
ment. They find that this up-to-date system 
for parts storage saves space, saves time, saves 
money formerly tied up in surplus stock, and 
increases turnover through better display and 
more efficient organization. 


LAPS stores parts compactly by groups of as- 


sembly and automatically balances the stock 
with normal demand. It is more than just an 
arrangement of steel shelving—it is a proved 
profitable SYSTEM. 


There’s a LAPS System which will make your 
parts department more profitable, too. Let us 
tell you all about it. David Lupton’s Sons 
Co., General Motors Building, Detroit. 
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Lupton AvroParts.STORAGE 


Norfleet-Baggs Motor Co., Winston-Salem, N. C.—A Dodge “‘D’’ LAPS System with display end units. 











The ONLY Auto Towline that is: 


(1) 
(2) 
(3) 
(4) 


Rope. 
simplicity and efficiency. 


advertising. 


BASLINE AUTOWLINE pays Jobbers and Dealers a good proft, too. 


Made of the famous, nationally advertised Yellow Strand Wire 
Equipped with Patented Snap Hooks that are the last word in 
Well established because it has been backed by years of national 


Strong enough to stand a 6000 lb. pull and yet weighs only 4% lbs. 
and coils neatly under a seat cushion. 


Write for Price List 


and descriptive literature. 
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BRODERICK & BASCOM ROPE CO., St. Louis 


Eastern Office and Warehouse—68-70-72 Washington St., 


ASLINE AUTOWLINE © 
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New York City 
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It’s a Permanent Repair! 


Have a can of CONNEAUT PLASTIC 
METALLIC PACKING in your garage and 
be ready for the fellow who says he can’t 
keep his water-pump from leaking. 
All sizes in one can. Stocked with your 
Jobber. 
1 lb. can 
SO RN eras 
Manufactured by 


preve™’ THE CONNEAUT PACKING COMPANY 
This! ‘Conneaut Ohio 


$1.75 per Ib. 
1.60 per lb. 


















SHIP US YOUR 


STEW ART—A.C.—NORTH EAST 
SPEEDOMETERS FOR REPAIR 
Catalogue of Parts and Repair Charges Sent 
upon request, WRITE! 
SPEEDOMETER SERVICE 
1919-21 Chateau St., N. S., Pittsburgh, Pa. 


WE ARE NO FURTHER THAN YOUR NEAREST 
MAIL BOX 


























VITALIC 


Fan Belts, Radiator Hose, Air Hose, Universal Joint 
Discs 


“Tougher than Elephant Hide” 
Sold through the Jobber Only. 


Continental Rubber Works, Erie, Pa. 














GASOLINE 


Telegage' 


A gasoline gauge on the dash. 





Note our half-page 
advertisement in the Saturday Evening Post, May 28. 
Write for description and proposition to the trade. 


KING-SEELEY CORPORATION 


298 Second Street, Ann Arbor, Michigan 
Chicago Branch, 2450 Michigan Blvd. 











NO RAD RUST 


7 Mf NTER—Reduces anti-freeze evaporation 


In SUMMER—Prevents all trouble resulting 


from overheated en keepin —_ 
tem CLEAN. Ont deralte and’ de ~ hs - 


No Rad Rust Corp. 
415 N. Water St., Lancaster, Pa. 




















RADIATOR CAPS Je ORNAMENTS 


Confidence in a product that has been produced with 

scrupulous attention to detail is born only of experience. 

Our clients know they receive only the finest in material 
and artistry. 


FAITH MFG. CO., Inc. 2533-39 N. Ashland Ave., Chicago, Ill. 
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WE MAKE 


RADIATOR CORE MACHINERY 


Write for Catalog & Prices 


RADIATOR ENGINEERING CO. 
FACTORIES BLDG. TOLEDO, OHIO 
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PAT. 
The Worlds 


Finest CARBURETORS 


The Wheeler-Schebler Carburetor Co. Indianapolis, U. S. A. 








Bitlex 


Cushion pox C4 

~*~ eAmerica’s 

Most Beautiful 
Bumper 


THE RIFTFX CORPORATION, WATIKFGAN, ITT. 





















Portable Electric 


DRILLS 


GRINDERS—POLISHERS 
Ask for Catalog 105 
The United States Electric Tool Co. Cincinnati, Ohie, U. S. A. 
Oldest Builders of Electric Drilis and Grinders in the World 


























U. S. REPLACEMENT 
GENERATOR FIELD COILS 


TO FIT MORE THAN 100 
CAR APPLICATIONS. 
LIBERAL DISCOUNT TO 
DEALERS. 
LARGEST STOCK OF EXCHANGE ARMATURES IN THE WORLD. 
Write For Free Copy Automobile Armature Data on Popular Late Models. 


U. S. ARMATURE SERVICE '!'-!7 Se. DesPiaines st., 


Chicago, til. 














Here Is Something to Sell! 


A piston ring. e principle of a packing ring, that gives 
remarkable ioe _ service, is ne in thousands by auto- 
mobile factory branches for replacement—and pays a profit 
worth while. WRITE FOR DETAILS. 


THE CORK-SEALED PISTON RING CORP. 
2332 Michigan Avenue, Chicago 
Factory: Denver, Colo. 


Canadian Distributors: Purser, Bull & Co., Ltd. 
Toronto, Canada 




















WIRE OR WRITE US FOR NEW OR USED 


TIRES — PARTS — ACCESSORIES 


LF IT’S FOR AN AUTOMOBILE WE HAVE IT! 
SEE OUR NEXT DISPLAY IN MOTOR AGE 


STATE AUTO PARTS CORPORATION 
2011-13-15 S. State St., Chicago, Il. 














“ORIGINAL 





PACKING 

For Use Where There is H 

ADVANCE PACKING & SUP PLY ‘COMPANY 
808 WASHINGTON BLYD., CHICAG 

Paelifie Ocast Distributors: Allied industries, inc., Los wenn ma x, a: 

4 Portiand, Seattie 























WELEVER 


“OIL CONTROL” PISTON RINGS 


The Motor Necessity That Has Made Good 
Backed by Seven Years’ Satisfactory Service 


THE WEL-EVER PISTON RING CO., TOLEDO, OHIO 


Sold most everywhere, If your dealer cannot "supply you write us. 
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“A.C. E.” 
| CRANES 
YES. to $93 


(with auxiliary winch $60 extra) 


STRONG 
POWERFUL 
DURABLE 


“ACE” design provides greatest strength, Accurate machine 
work and big leverage makes them easiest lifting. Swinging, 
swivel peak allows maximum side-pull. Unequalled Values—Get 
Yours NOW. Money back if not satisfied. Write for catalog 
and prices of Runways, Steel Horses, etc. JOBBERS! Get our 
proposition. 


AIR COMPRESSOR & E UIPMENT Co. 
288 E. Genesee St., alo, N. Y. 





























There Simply Isn’t Any Better Flux 
Made Than Rubyfluid! 


A complete substitute for dangerous acids, 
Zine Chloride, Salammoniac and other mix- 
tures commonly used as a flux. Ruby 
Fluid is quick acting, anti-rusting and is 
always ready for instant use. Ruby users 
include the foremost industries of the coun- 










COMBINATION 
SOLDERING AND TINNING FLUX 


THE RUBY CHEMICAL CO. 
68-70 McDowell Street Columbus, Ohio 











PIPMAN Spray Mist 
Car Washer 
Cleans car thoroughly—quickly 
—inside and out, including 
motor, transmission, etc. Uses 
straight air on interior and for 
drying; spray mist—NOT HIGH 
WATER PRESSURE — on ex- 
terior; kerosene spray for grease 
encrusted parts. Absolutely 
guaranteed not to injure any 
car finish. Furnishes air for 
shop tools, tire service, strip- 
ping off old paint and applying 
new. 
Complete details, prices, etc., 
gladly supplied on request. 


LIPMAN PUMP WORKS 
2306 Eleventh St., Rockferd, Ill. 






































Orrville Spring Governors 
Make Smooth-Running Profits 


Among the foremost popular sellers for easier riding. 
Simple in operation and easy to install. Check the 
rebound and control the springs against ‘‘galloping’’. 

Ask for illustrated literature and discounts worth.while 


ORRVILLE SPRING GOVERNOR CO., INC 
500 Brant Bidg. Canton, Ohio 











oman 


Supersede all other methods of rebuilding motors with- 
out resizing cylinders and pistons— 
No Oil Pumping, No Piston Slap 
No Compression Loss 
10,000 Mile Guarantee 
backed up by Simplex Distributor with stock in your 


community 
Send for details of this short cut scientific method of recondition- 
ing ALL cylinders, no matter how worn, tapered, out of round 
or heat distorted. 


THE SIMPLEX PISTON RING CO. 


of America, Inc. 
1971 East 66th St., Cleveland, Ohio 


































; 
PROTEX-A-MOTOR 
GASOLINE PURIFIER 


Protects the Entire Gasoline System 
It puta gag through a iat ccngention fue ie 
seainine—be filtration—and in ad 


impurities 
dition by gravity. 
Installed between gas tank and vacuum. Set on 
seif-cleaning 60° sagie, Absolutely LEAK-PROOF! 
Investigate! 
PROTEX-A-MOTOR MANUFACTURING CO. 
Pittston, Penna, 

















Shop Equipment 
for Battery sre Electrical Service 
4358 Roosevelt Road, Chicago, Ill. 














REBORER AND GRINDER 
A Dig money-maker in any automobile repair shop or garage. Ask for free 
demonstration in your own shop. 


SIMPLICITY MANUFACTURING COMPANY 
Port Washington Wisconsin 








Two Hones in One 


) HALL, HONEG? at pers 
——.. Jo bber's 


Solid Pressure Spring Pressure 














, EATON BUMPE PERS 






BEAUTIFUL — Quick Sellers — Easily Installed 
The Eaton Bumper & Spring Service Co., Cleveland, O. 

















CLASSIFIED ADVERTISING 





PATENTS & PAT. ATTORNEYS BUSINESS OPPORTUNITIES 




















C. L. PARKER DODGE BROTHERS DEALER Ten cents a word is the rate for all 
Ex-Examiner U. S. Patent Office WANTED undisplayed advertisements set solid, 
Attorney-atLaw and Solicitor of Patents : Excellent opportunity for a Dodge Brothers| = regular want ad style; minimum 


= | Salesman with $5,000 to $7,000 Capital to get 
McGill Building, Washington, D. C.: | a Dealership of his own in a wealthy town of oon = Pyne All — 
Patcnt, Trade Mark and Copyright Law : | 6,000 with a County for territory in North- a wo capitals, leaded, 

= | eastern Illinois. Box No. 6298, Motor Age,| = word. Payable in adavncee. 
TU sevees 5 S. Wabash Ave., Chicago, Ill. 


CLASSIFIED ADVERTISING 
RATES 
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See Alvord-Pouk tools on 
display at leading jobbers 





—get this free Alvord-Polk catalog 
and choose the small tools you need . . . 


i® AKE inventory now of the small tools your shop 

lacks Tools you have meant to buy because 
you know they cut time per job. Don’t put off get- 
ting them any longer. We will send you free our 
new 64-page catalog describing the entire Alvord- 
Polk line of small tools that have been developed 
especially for repair work. We help you get just 
what you need by making up individual sets for your 
own particular requirements. 


For more than 20 years Alvord-Polk small tools have 
been the choice of repair shops everywhere. In the 
opinion of many they are the finest made. Write for 
the catalog today, mentioning your jobber’s name and 


address. 
7 


MILLERSBURG ' 


ALVORD-POLK 


“ 10neer Producers 


TOOL COMPANY 


of Automotive Tools’”’ 


PENNSYLVANIA 





ALVORD - POLK 
Cx Tools for Repair Shops 
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The Advertisers’ Index is published as a convenience and not as 
a part of the advertising contract. Every care will be taken to 
index correctly. No allowance will be made for errors or failure 
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- igh efficiency xibility irst cost, etc. Anything 
Moto-Service Elevator Co. 12 rhompson Piston Pins , high ef icien y, flexibility, low first cost, etc | vth 2 
sold by his House and backed by the Manufacturer is 
58 Timken Roller Bearing Co... on — —— 
ae Se oe . a “SAFE BUY’—you take no chances, because he 
53 is determined that you shall be satisfied. 
= The B & R 15-F 1-Day ; 
41 New Departure Mfg. Co. 3 Charger for 110-220 v. 60 
cycles costs $144 with bulbs 
56 No Rad Rust Corp. Od UL. S. Auto Supply Co. 58 Other cycles, too. Write 
; 4 
Burton & Rogers Manufa 4 
U. S. Electrical Toel Co. 58 . . 
turing Company, boston, 
Mass... for literature. 
Orrville Spring Governor Co. 59 
59 
Weidenhoff, Joseph 59 
Wel-Ever Piston Ring Co. 58 
Wheeler-Schebler Carburetor 
Co. 58 
Protex-A-Motor Mfg. Co. 59 Willys-Overland, Inc. 44 & 45 
48 




















62 


MOTOR AGE 


Good News for 
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Chevrolet Dealers in the 
New LYON Auto Parts Control Systems 
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The above illustrates the Chevrolet System Number 4 of Lyon Auto 
Parts Control. Larger systems are the Number 10 and 16 systems 


These New Chevrolet Parts Storage Systems are in abso- 
lute accord with the new Chevrolet Monthly Parts Order 
Pad. Parts are stored by group assemblies in order and 
include the 1927 Capital Series “‘AA’’ Parts. Each new 


assembly is indicated by printing the 
name of that assembly in red on the label. 
Bin openings, including box and drawer 
compartments, are labeled to correspond 
with the proper Chevrolet Parts Number. 


The exact co-relation that exists between 
the new Lyon Auto Parts Control Sys- 
tems for Chevrolet dealers and the new 
Chevrolet Monthly Parts Order Pad re- 
duces the parts storage problem to the 
simplest terms. 


There are four Systems, ranging from a 
$400 parts stock (list price) to an $11,000 
parts stock. Larger stocks can be readily 
accommodated. 


Each System allows for expansion. Each 


Chevrolet 
System No. 1 
for every 
small parts 
stock. Notice 
the end irons 
that accom- 
pany each 
system for 
storing long 
parts, 



















bin space is large enough to accommodate a larger stock. 
At the end of each group of assemblies an extra 20% in 
space is provided. Thus there is ample allowance for ex- 
pansion and sufficient flexibility so that changes in parts 


due to new models or otherwise do not 
affect the efficient operation of the sys- 
tems. Adjustable gasket boards are also 
part of each system. 


So thoroughly have Lyon engineers 
studied the storage problem of Chevrolet 
Dealers that even the most minute details 
have been worked out that will simplify 
their storage problems. 


Write for Special Bulletin on these new 
Lyon Auto Parts Control Systems for 
Chevrolet dealers. 


Lyon MetTatytic MANUFACTURING Co. 
Aurora, ILLINOIs 
Plant No. 2 
Jersey City, N. J. 


Plant No. 3 
Los Angeles, Calif. 
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LYON -Auto Parts Control 


Storage Systems, Counters, Stee. Benches. Bench Drawers, Tool Boxes, Display Racks, Cabinets, Lockers and Miscellaneous Steel Equipment 
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vEM garage men ever get rich. Many junk men do—at the garage man’s 
expense. Every car on the road means a possible profit. Every car on 
the junk pile represents a profit lost. 


your customers motor, clutch and other driving parts 


Nceping 
he chassis is making money tor 


perfect shape and neglecting 
the junk man. 

hassis parts, particularly King Bolts, Spring Bolts and Tu 
kod Bolts and Bushings, are the fastest wearing, most neglected 
parts of the car. With neglect and taulty lubrication come wear, 
then squeaks and rattles and wobbly wheels, and the car owner 
has outlived its usefulness. Soon the car is on 


_" 


believes his car 
the road to the junk pile because no service man has told him 
how squeaks, rattles and wobbles can be eliminated 





No car will run forever. but once-a-year renewal of chassis bolts and 
bushings will, at shght cost, prevent the squeaks and rattles and the 
wobbly wheels and keep the car out of the junk man’s hands for thousands 


. } 
Oy] Mtics 


Stop making the junk man rich! \dd extra dollars to your profits and “ne . 
‘wal with Blue Print Spring Bolt 


make satished customers by selling once-a-year renewal 
. 
and Bushing Tools 


Chassis Bolts and Bushings, made to the car manutacturers’ blue print 
ecihcations and yuarantecing original equipment service. 


Ask Your Jobber lhe B/P Spring Bolt lack an 


Rushing Tool shown here actu 


for the Blue Print Line and the B/P Spring Bolt and 
_ » Wile . 
Bushing Tools which cut installation time in halt Or writ ally cut Spring Bolt and Bush 
tor illustrated Bulletins entitled, ““The Tale of a Bolt” whic! ing installation time and cost in 
slescribes in detatl the reasons tor and profits In (Chassis ; . 4 . 
Bolt and Bushing Renewals. Write today! alf Ask your Jobber for em 


or write for circular 


The Fostoria Screw Company 
304 Blue Print Ave., Fostoria, Chio 


Office: 30 Water St... New VYork. NN. ¥. Cable Address: Vidbloco a 
Codes Used: Bentley. A.B.C. Sth Edition. Western Union 
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TUNE UP YOUR MOTOR f 
put A SPARK | 
set of ag SECS 
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Now is the time to go after spark plug business. 


Every dealer can increase his spark plug salesand sell many 
sets by putting in an AC Window Trim and soliciting cus- 
tomers to buy a new set of spark plugs after a winter’s 
driving. 

AC Products, displayed as leaders in the window, will! ena- 
bie dealers not only toincrease their saleson AC Products, 
but on other merchandise as well. 


Material for display furnished gratis on request—simply 
write for an AC Window Trim. 


AC Spark Plug Company, FLINT, -ACichican 
AC-SPHINX : ) AC-TITAN 
Birmingham ’  Levallois-Perret 


ENGLAND ) FRANCE 


Ohia esi be) measles cela lemme aslelnmatlecertatlmsatctalileclGatl ass acm tccmey alone) am esle) acme) arc ti me) maele cis Cm ma aeleltiens 
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SPARK PLUGS SPEEDOMETERS AIR CLEANERS OIL FILTERS 
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